arwriter 


TION 








~. 
a 
a 
“1 BJ 
—a 











For ‘**Particular™ 
Agents— 


Agents who are fastidious 
about their company connection 
find full 


senting the Peoria Life. 


satisfaction in repre- 
In all 
their dealings, their pride and en- 
thusiasm in their company are¢ 
Why? because 


unreserved. 


to prospects they can offer 
every useful service of life in- 
surance, to fit every need, every 
condition, every pocketbook. 
for policyholders they have a 
broad program of service that 
extends beyond the strict terms 
and letter of the policy contract. 
The free health inquiry, the 30- 
death 


minute settlement of 

















ria Life liberality, 
courtesy, and promptness in all 
transactions—these are part of 

thorough, conscientious effort to 
put into every Peoria Life policy 


the maximum of usefulness 


for themselves, they know the 
Peoria Life reputation for doing 
nothing by halves in giving every 
cooperation and service to its 
agents. It bases its progress as 
a company on the success of its 
agents as individuals, and leaves 
nothing undone that can help 


them make good. 


By the sound character of its 
management, by the strict prin 
ciples which guide its operations, 
the Peoria Life has a strong ap- 
peal to discriminating agents. 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 



































THINK ON THESE THINGS 


QUESTION NO. 1: DID YOU EVER GET A NOTICE 
FROM A BROKER SAYING THAT A 
CERTAIN STOCK WAS DROPPING 
RAPIDLY AND ASKING A REMIT- 
TANCE ON MARGIN TO COVER: 


(Maybe you never did; but the testimony of the President of 
the New York Stock Exchange, before a Senatorial Committee 
recently, was to the effect that the total number of investors in 
the securities listed on the Exchange was 25,000,000, and it is a 
sure thing that some of them received such a notice. ) 


QUESTION NO. 2: DID YOU EVER GET A NOTICE 
FROM A LIFE INSURANCE COM- 
PANY TO THE EFFECT THAT 
YOUR LIFE INSURANCE WAS DE- 
CREASING IN VALUE AND ASKING 
YOU TO SEND ON ADDITIONAL 
PREMIUM PAYMENTS? 


(You certainly did NOT; and there are 68,000,000 or more 
people in the United States today who can testify to that fact.) 


Some government bonds are selling below par today; many 
municipals can be purchased below par; a few utilities can be 
bought at low figures; and stocks are “way down”; but Life In- 
surance is at PAR and has been every day, week, and month 
throughout “the depression.” 


And, as St. Paul wrote the Philippians, “Finally brethren, 


THINK ON THESE THINGS.” 


THE NORTHWESTERN MUTUAL LIFE 


INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Value Margin Is 
Important Item 


Difference Between Amortized and 
Market Figures on Bonds 
Considered 


DIVIDEND CALCULATIONS 


Actuaries Also Allowing for Cash Loan 
and Surrender Trend—Expect 
Many Scale Cuts 


Life company actuaries, in computing 
dividends for preparing 
to give an unprecedented amount of con- 


next year, are 
sideration to the margin between amor- 
tized values of bond holdings and mar- 
ket values, in spite of the fact that New 
has allowed use of the amor- 
than 20 years. It 
1933 dividend 


York law 
tized basis for more 
is the general belief that 
scales will show even more widespread 
reductions than the °32 scales. 

Awaited Developments 


Many companies which came close to 
cutting their 1932 scales were un- 
doubtedly influenced by the thought that 
1932 would be a better year than 1931, 
at the same time making sure that the 
soundness of their position would not be 
jeopardized by putting off the cut for a 
vear in case their hopes proved false. 

Amortized values are permitted for life 
company bonds because it is actuarially 
possible to compute the future need of 
cash to pay death claims. However, at 
roughly the same time that the law be- 
gan allowing amortization values instead 
ot market values, it also put in the cash 
loan and surrender requirements, which 
threw in an uncertain factor more diffi- 
cult to compute than the straight mor- 
tality requirements. 


Guard Against Contingencies 


demands have been in- 
but the possibility is 
considered extremely remote that they 
will increase sharply enough to force 
many companies to the point of selling 
their bonds. However, with character- 
istic caution and conservatism, the com- 
panies are not overlooking any possibili- 
ties, no matter how remote they may be. 
_ Policy loans, as a matter of fact, have 
been causing an undue amount of worry 
to many concerned with the soundness 
ot life companies, although.they are a 
perpnenang enough problem to those in 

1¢ business on account of lapsation and 
+e probability of having to replace 
them at a second acquisition cost. 


loan 
heavy 


Policy 
reasingly 


Loans Are Good Investment 


Actually a company could have every 





dollar subject to loan invested in loans | 


to its policyholders—if it had been able 
to do so gradually out of premium and 
Investment income and without having 
to liquidate any other securities—and 
still be in extremely strong position. In 
lact, if it were not for the enormous 
(CONTINUED ON PAGE 22) 





Much Interest in Working 
Out Conservation Problem 


Life insurance men all over the coun- 
try are vitally interested in the protec- 
tion of policyholders and desire to give 
the best possible advice. Some com- 
panies are in a position that makes them 
impregnable. Others are not so fortu- 
nate. A very few companies have been 
exploited by manipulators, who endeav- 
ored to extract what they could out of 
the assets for their own benefit. In 
cases of this kind the plan followed has 
been to take down the good assets and 
substitute those of less desirable qual- 
ity. Some companies have become al- 
most a shell because the real solid sub- 
stance has been taken out. Even in 
cases of this kind where the reserve is 
not entirely gone, a company taking 
over the business is able to continue the 
policies with a lien or offer a short term 
policy. Usually death claims are paid 
in full. The assets are taken over and 
trusteed for the benefit of the policy- 
holders. In instances of this character 
naturally the policyholders have lost 
considerable because of the juggling of 
funds and the exploitation of the com- 
panies. 

Weaknesses Have Been Revealed 


Nothing has happened so far in the 
development of life insurance in this 
time of stress that could not have been 
predicted when the crash came. The 
weaknesses that had been apparent in 
companies have shown themselves dur- 
ing the progress of the storm. While 
some companies were able to make a 
very good showing when times were 
good, analysts and observers appreciated 
that they could not withstand a real 
shock. They may have been manhan- 
dled, mismanaged and exploited. They 
may have followed a dangerous invest- 
ment policy. They may have been too 
free in thejr underwriting or were too 
aeennel in promotion work. 

Few in the Danger Zone 


After all there are comparatively few 
companies that are in the danger zone. 
Those that have been exploited by pro- 
moters and schemers are already down 
in the pit. There is another class of 
companies unfortunate in their invest- 
ments that are somewhat embarrassed. 
Some officers have taken long chances 
deliberately. Others have been sincere 
in their investment policy but have not 
used the principle of diversification as 
they should. 

There are companies with assets that 
have been greatly depreciated and yet 
if given time they will appreciate in 
value, perhaps not to the point at which 
they were purchased but yet there is 
destined to be an upturn in prices if the 
security is sound. 

Time Is Important Element 


Insurance commissioners will have a 
very responsible and delicate task to 
perform in dealing with companies 
whose assets represent a real equity and 
whose securities will appreciate if time 
be given the institution to work out. 
Therefore time becomes an important 
element. Insurance men would not sup- 
port a state official that would force a 
company to the wall if it could work 





itself out within a reasonable time. The 
great question naturally is whether pol- 
icyholders should be made to suffer by 
having companies make a forced sale of 
securities. The intrinsic value is present 
in a number of enterprises whose bonds 
or other obligations have been purchased 
by life companies. There are a number 
of excellent properties in the hands of 
receivers or issues have defaulted be- 
cause of the conditions of the times, in 
order to conserve the interest of all, 
and yet these properties will be able to 
work out in some fashion in due season. 


Will Work Out Satisfactorily 


Many concerns or properties have 
been on a paying basis in the past. To- 
day they find themselves confronted 
with failure and a receiver or conserva- 
tor is appointed. Some of these can be 
refinanced and will pay out eventually 
on a fairly satisfactory basis. The point 
is made that there is value back of a 
number of these securities that is not 
destroyed. If bonds were conservatively 
issued in the first place, it is reasonable 
to suppose that there is excellent hope 
for the owners to realize far more than 
they can under forced sale. 


Should Take Liberal Attitude 


Insurance departments may have to 
take a liberal attitude, study a com- 
pany's condition carefully and allow it 
to continue under a sort of trusteeship 
where a committee of commissioners 
will work in conjunction with the man- 
agement if it is a worthy one. The 
question that should concern the com- 
missioners is the best possible plan to 
follow to protect the policyholders 
Sound and real value is far more impor- 
tant than forced market quotations 
Many of these businesses will come back 
if given time. A receivership is always 
a stupid way to solve the problems of a 
life company unless the company itself 
has nothing left and the people in con- 
trol of it are unscrupulous. Perhaps no 
general rule can be laid down that can 
be followed with all companies. Fortu- 
nately the vast majority of companies 
will not need any special assistance. 
They will be able to safeguard their 
own interests and carry along. Some 
will need special treatment. Where a 
management has a sincere attitude to- 
ward the business and regards itself as 
a custodian for funds of others, there 
should be no difficulty in arriving at a 
plan that will conserve the interests of 
policyholders if it is in serious trouble. 


Close Out the Bad Ones 


other hand, honesty and a 
reasonably capable management should 
be requisites when a company asks for 
special consideration. The first duty of 
the insurance departments is the protec 
tion of the public. There is no object 
in keeping a company going, to take 
good cash premiums from the public, 
when collapse under the existing man- 
agement is a certainty. The discredit- 
able companies are known. Now is the 
time to clean them up. The public in 
these times cannot spare money for pre- 
miums where that money is likely to be 
dissipated. 


On the 





Few Life Issues 
at Chicago Meet 


Many Executives, However, on 


Hand During Commissioners’ 
Session 


DISABILITY QUESTION UP 


Inter-Southern and Related Situations 
Are Considered by Committee 
on Examinations 


Although many life insurance execu 


tives and organization men were on 


hand the 
commissioners at 


for gathering of insurance 


Chicago, there were 


few matters of interest to life insurance 
people taken up officially. 
There was interest in the request of 


that the 
the mandatory 


Life Convention 


withdraw 


the American 
commissioners 
requirement that disability shall be pre 
sumed to be permanent from lapse of 
same request was made at 
the meeting of commissioners in New 
York last December, but there was at 
that time no life insurance committee 
in existence to which the request could 
be referred. Therefore a life ‘~~ 


time. This 


committee was created with W. Tar 
ver of Texas as chairman. The com 
mittee took the request under advise 
ment and will report at the October 
meeting of the commissioners in Dallas 
Interlocking Question 

Commissioner Olsness called a brief 

session of the committee on holding 


companies and interlocking in life insur 
ance. It was decided, that, because of 
his interest in that question, Mr. Ols 
ness should present a paper on the sub 
ject at the October meeting 
Mr. Olsness also read at the 
from R. A. Truby, of 


conven 


tion a telegram 

Fargo, secretary of the North Dakota 
Life Underwriters Association, urging 
commissioners to take action against 


radio and by mail of un 
This question was 
in charge of 


solicitation by 
licensed companies. 
referred to the committee 
unauthorized insurance. 
The examinations committee held an 
executive session and discussed at some 
length the Inter-Southern and related 
situations. State Auditor Talbott of 
Kentucky was on hand to explain the 
plan for the newly organized Kentucky 


Home Life to take over the Inter-South- 
ern. 

Although most of the sessions were 
in the nature of committee meetings 


Commissioner Livingston of Michigan, 
who was president of the National con- 
vention, called a brief meeting of the 
convention proper. Various resolutions, 
including the one endorsing the prin- 
ciple of amortization of bonds for fire 
and casualty companies, were presented 
and adopted. 

Commissioner Dunham of Connecticut 
took the floor and announced that Com- 
missioner Tarver of Texas had just 

(CONTINUED ON PAGE 11) 
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Group Disability Changes 
Become Effective Sept. 1 





BENEFIT SHARPLY LIMITED 





Experience Bad Under Old Form, Es- 
pecially Due to Effect of Court 
Decisions 





Drastic changes in the total and per- 
manent disability provision of group life 
insurance, which have been seriously 
discussed for the last six months, will 
go into effect Sept. 1. It is understood 
that at the group conference's recent 
meeting in Hartford the sentiment was 
wholly in favor of the modifications, 
which will entirely abolish payment of 
any part of the policy except in the 
event of the employe’s death. 

Benefits under the new plan will be 
limited to extension of the insurance, in 
case the employe has to leave service 
because of total and permanent disa- 
bility, for a period equal to the time he 
has been insured under the policy, but 
in no case to exceed 12 months. ; 

Experience under the present provi- 
sion has been very bad, especially in 
some sections of the south. Court de- 
cisions in many cases have been consid- 
ered unfair by the companies and of 
such a nature as to make it impossible 
to continue writing group disability 
under the present plan. 

Unfortunately this decision can affect 
only business written after Sept. 1 and 
not cases in force before that. The only 
remedy where the case is already in 
force is to sell the employer on the 
idea of changing to the new form of to- 
tal and permanent disability. It has 
already been possible to get some em- 
ployers to agree to this by showing 
them that it is not only fairer but re- 
sults in a lower cost for the coverage, 
since each individual concern’s experi- 
ence determines the dividend or refund 
it will receive. 


H. E. McPherson Is President 


Changes Are Made in the Official List 
of the American Union 


Life 








Directors of the American Union Life 
of St. Joseph, Mo., this week elected 
Harry E .McPherson, vice-president of 
the company and president of the cham- 
ber of commerce in that city, as presi- 
dent to take the place of R. A. Baur, 
whose resignation was accepted with re- 
gret. Mr. Baur will go to New York 
where he will be associated with Walter 
W. Head, who is prominently identified 
with the Barron G. Collier organization 
and the Morris Plan Corporation of 
America. 

H. W. Kingery, president of the Con- 
sultation Service Corporation of Chi- 
cago and formerly president of the 
American Old Line Life of Chicago, 
who was associated in business with Mr. 
Head for 10 years, was elected chair- 
man of the board. Mr. Head, one of 
the organizers and director of the com- 
pany and well known in banking and 
insurance circles, will continue as chair- 
man of the executive committee. 

William L. Goetz was elected vice- 
president. He is president of the M. K. 
Goetz Sales Company and a director of 
the American Union Life since its or- 
ganization in 1913. Dr. A. K. Wallace, 
director and medical adviser, was also 
elected vice-president. F. W. Rodgers, 
actuary and assistant secretary, was 
elected actuary and secretary. 

By reason of the election of outstand- 
ing business men to the dominant posi- 
tions in the company, it strengthens its 
representative character and continues 
the trend established at the time of its 
organization as a strong representative 
company. Its progress as reported to 


the directors continues most satisfying. 








Coast Speaker 








CHARLES J. FRISBIE 


Charles J. Frisbie, associate general 
agent for the New England Mutual in 
Seattle, who will address the National 
Association of Life Underwriters in 
session at San Francisco, was born in 
Nice, France, in 1895. He spent his 
boyhood and early manhood in Europe, 
although making several trips to the 
United States, which was the original 
home of his father, an American dentist 
practicing in France. He was educated 
at the University of Lausanne, Switzer- 
land, and in 1914 moved to the United 
States and graduated from the Uni- 
versity of Michigan. 

Saw Service Overseas 


During the war Mr. Frisbie was lieu- 
tenant in the adjutant general's depart- 


ment overseas. On his return he 
entered the automobile business in 
Seattle and later organized his own 


company in the mercantile exporting 
business 

Mr. Frisbie entered the life insurance 
business in 1922 as an agent for the 
New England Mutual. His production 
showed a steady increase until in 1929 
he reached the half million mark. He 
has been a popular speaker at many as- 
sociation meetings and is active in as- 
sociation work. 

Although Mr. Frisbie has the title of 
associate general agent, his work is 100 
percent in the field. At San Francisco, 
Mr. Frisbie will give a demonstration of 
one of his favorite sales talks. 








Catholic Clergy Retirement 
Plan in Continental, Chicago 





The Continental Assurance of Chi- 
cago has just closed a contract with the 
newly formed Catholic Clergy Retire- 
ment Fund of that city, headed by Mor- 
gan T. Jones, to furnish retirement in- 
come for clergy of the faith. This is 
the outgrowth of a recent survey of in- 
vestment habits of the clergy which dis- 
closed they were being victimized in 
many cases by stock salesmen and oth- 
ers. The fund now is chartered in IIli- 
nois, Indiana and Wisconsin, but is ex- 
pected to expand fast as the clergy 
adopt the plan, and the hope eventu- 
ally is to cover the entire country. 

Annuities are used, premiums being 
paid, however, on monthly basis. The 
annuities are all uniform with retire- 
ment at age 65, except for those over 60, 
for whom the retirement age is 70. At 
present the clergy are permitted to take 
any amount of income they desire and 
can pay for. Some laymen are also 
permitted to take up the plan, but this 
element is limited to 10 percent of the 
total number in the fund. Mr. Jones 
formerly was Chicago manager for the 
Pan-American Life. 





Suit for Northern States 
Receivership Is Dismissed 





COMPANY CONTESTS ACTION 





New Suit Is Filed Immediately by In 
diana Attorney-General—Hear- 
ing Set for July 12 





The receivership suit against the 
Northern States Life in superior court 
at Gary, Ind., was dismissed Wednes- 
day and on motion of Attorney-general 
Ogden a new suit for receiver was filed 
in superior court at East Chicago, be- 
fore Judge M. E. Crites. Hearing has 
been set for July 12. 

Attorney-general Ogden last week 
sought to introduce evidence on valua- 
tion of securities and Northern States’ 
counsel objected on the grounds that the 
insurance department had accepted a 
valuation and issued a license, and that 
Indiana insurance law prescribes the 
method for revaluing, which had not 
been followed. 

Some time ago the Northern States 
Life applied for a $200,000 loan to the 
Reconstruction Finance Corporation. 
The loan was approved by the R. F. C. 
on condition that Commissioner Kidd 
would indorse the management of the 
Northern States. This, he declined to 
do unless M. J. Dorsey, Lawrence Dor- 
sey, Bertram Day, C. Edwin Johnson 
and J. W. Seids would retire from the 
company to be replaced by men accept- 
able to the commissioner. The Dorseys 
and their associates refused to step out. 


Kidd Consults Company Men 


Mr. Kidd feared that unless he acted 
to have a receiver appointed and have 
the Northern States taken under the 
wing of the Indiana department, a re- 
ceiver might be appointed in an irregu- 
lar way to the disadvantage of policy- 
holders. He called a meeting of execu- 
tives of Indiana companies; told them 
he realized the gravity of a legal re- 
serve life company going under, but 
pointed out the apparent necessity of 
that action. 

Of the 25,000 shares of Northern 
States Life, 15,000 are owned by the 
Security Life, which carries them at 
$80 per share. That item, therefore, 
represents $1,200,000 of the Security's 
assets. In addition the Security carries 
about 1,500,000 shares of Inter-South- 
ern Life at $1.94 per share. 

The Northern States owns real estate 
and mortgages in Waukegan, IIl., where 
a harbor project was being promoted. 
These assets found their way into the 
portfolio of the Northern States 
through the agency of Edwin Hult & 
Co., of Hammond, a name which ap- 
peared often in Dorsey’s activity. While 
attending the meeting of the insurance 
commissioners in Chicago, Mr. Kidd 
visited Waukegan. 


DORSEY, TRESSEL STILL ACTIVE 


Although the Inter-Southern Life is 
in receivership, M. J. Dorsey and Harry 
S. Tressel continue to attend directors’ 
meetings of the Missouri State Life. 
The Inter-Southern holds 150,000 
shares of Missouri State and thereby 
Dorsey and Tressel became directors. 
For a short time Mr. Tressel was ex- 
ecutive vice-president of the Missouri 
State. Under the by-laws, Dorsey and 
Tressel cannot be replaced as directors 
of the Missouri State until the annual 
meeting and they continue to show up 
at the meetings. 


EXAMINATIONS COMMITTEE 


Practically the entire time of the ex- 
aminations committee of the National 
Convention of Insurance Commission- 
ers at Chicago was taken up with dis- 
cussion of the Inter-Southern and re- 
lated situation. State Auditor Talbott 
of Kentucky appeared by special re- 
quest and explained the project where- 
by the Kentucky Home Life is to take 


New Company Has Not Yet 
Been Brought Into Being 





PROJECT IN THE INCUBATOR 





Experts Are Working on the Scheme 
to Take Over the Inter-South- 
ern Life 





LOUISVILLE, June 30.—Although 
a month has passed since the Franklin 
circuit court at Frankfort, on recom- 
mendation of A. B. Chandler and the 
Fidelity & Columbia Trust Co. of Louis- 
ville, awarded rehabilitation of the Inter- 
Southern Life to a new company to 
operate as the Kentucky Home Life to 
be incorporated at once by Kentucky 
men as its leaders, articles have not been 
filed as yet, although it is known that 
they are ready for filing. 

Lee P. Miller, representing the Fi- 
delity & Columbia Trust Co., joint re- 
ceiver with A. B. Chandler of Ver- 
sailles, Ky., lieutenant governor of Ken- 
tucky, stated that much work had been 
done, and that auditors and actuaries 
for the new company had been working 
hard in completing their work, which 
includes checking values of all securi- 
ties, properties, etc., held by the Inter- 
Southern. He also stated that the pa- 
pers for the new company had been 
signed, and that he had seen them. He 
stated that he was not at liberty to 
divulge the names of the new directors, 
but that it was a sound and intelligent 
board, that would do credit to such an 
institution, and that he felt very happy 
over the outlook for this new company. 

Ben S. Washer, attorney, represent- 
ing the organizers, some weeks ago an- 
nounced that Federal Judge Dawson 
would be chairman of the board of direc- 
tors and that Mayor W. B. Harrison, 
Louisville, would be president, having 
accepted the post effective Sept. 1, his 
resignation to the city taking effect Aug. 
31, end of the fiscal year, for which he 
feels that he is responsible, along 
with negotiating of a new light and gas 
contract with the local utilities com- 
pany. 

Apparently everything is shaping up 
nicely, in spite of the long delay in an- 
nouncing the personnel of the new com- 
pany. 








over the Inter-Southern and _ trustee 
for five years the 150,000 shares of 
Missouri State held by the _ Inter- 
Southern. He was asked about the se- 


curities which the backers of the Ken- 
tucky Home Life propose to put up. 
He replied that those interested were 
prepared to put up $1,000,000 at any 
time. 

Following the meeting of the exami- 
nations committee, a number of the in- 
terested commissioners went into pri- 
vate session with John A. Massen, re- 
ceiver for the Security Life. The meet- 
ing was arranged by Commissioner 
Livingston of Michigan. 








Over 22 Million People 
Read Payments Publicity 





The National Underwriter’s 
Life Payments Localized Num- 
ber will be published next month 
giving a detailed analysis of the 
payments made by life companies 
to policyholders and their bene- 
ficiaries in 1931. Last year the 
daily press gave this special num- 
ber widespread publicity. Over 
1,112 newspapers read by 22,104,- 
043 people carried news stories re- 
garding the Life Payments Num- 
ber and with the great increase 
in payments last year it is ex- 
pected that even more publicity 
will be given the coming issue. 
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LIFE INSURANCE EDITION 





Graphic Picture of 
Stability Is Given 


Life Companies Take in Nearly 
Five Billion in Cash in 
Single Year 





INCOME EXCEEDING OUTGO 


Lincoln National Investment Research 
Man in Fine Presentation Be- 
fore Field Force 





A fine picture of the unusual financial 
stability of life companies was presented 
field forces of the Lincoln National by 
F. J. Travers, manager investment re- 
search department. He pointed out that 
in 1930, the latest year for which data 
is available, aggregate cash income of 
318 American life companies was $4,- 
588,000,000, whereas total disbursements, 
including payments to beneficiaries and 
policyholders, was only $3,197,000,000. 
He said obviously it was unnecessary 
for the companies to sell any part of 
their $19,000,000,000 assets in order to 
raise cash, 

Lincoln National's Figures 


He gave the Lincoln National’s own 
1931 figures, cash income from. all 
sources, including premiums, interest 
and dividends, maturing investments, 
etc., exceeding $27,000,000. After de- 
ducting $15,016,000 operating expense 
and payments to beneficiaries, there re- 
mained more than $12,000,000 to take 
care of policy loans and surrenders, for 
which net cash outlay was $4,500,000. 
The company held a substantial amount 
of marketable securities which could 
have been sold if necessary to give 
greater liquidity. 

Mr. Travers said policy loan and 
cash surrender demands appear to have 
reached a peak last December and have 
averaged about 10 percent less in the 
first four months this year. 


Dispels Popular Fallacies 


He made the explanation in answer to 
inquiries from the field indicating that 
some people are uneasy concerning the 
safety and solidity of life insurance, de- 
spite the fact, he said, that it has 
exhibited a strength which surpasses 
that of any other group of financial in- 
stitutions. He pointed out that the rec- 
ord of life companies through the de- 
pression period is exceptional. 

Some concern appears over railroad 
securities but he said it should be re- 
membered the objective of life com- 
panies is not the price at which these 
bonds are quoted from day to day, but 
rather, continuity of interest income and 
payment of principal at maturity. Of 
more than 60 class 1 railroads, four are 
in receivership and none of these are 
key roads, while the others are paying 
interest on their bonds. He said the 
railroads still are carrying an indispens- 
able 70 percent of the nation’s freight 
and there is ample evidence the depres- 
sion has been no more severe upon rail- 
roads than upon industry in general. 


Utilities Not Doing Badly 


As regards public utilities, he finds 
utility revenues and earnings are rela- 
tively stable and losses in sale of in- 
dustrial power have been to some extent 
offset by increased use of electric house- 
hold appliances. 

Real estate mortgage loans worry 
many people. He said the Lincoln Na- 
tional loans average close to 40 percent 
of appraised values, of which four-fifths 
are on city property, are carefully se- 
lected and restricted to residences and 
multi-purpose business properties. A 





Wants Waiting Period 
Out of Disability Line 





Claris Adams, vice-president of the 
American Life of Detroit, made a force- 
ful appearance before the life insurance 
committee of the National Convention 
of Insurance Commissioners in Chicago 
in behalf of the American Life Con- 
vention in its request that commission- 
ers withdraw the mandatory require- 
ment that disability shall be presumed 
to be permanent from lapse of time. 

Mr. Adams said that for many years 
the American Life of Detroit wrote ac- 
tual total and permanent disability. Not 
until it was forced to change because 
of the mandatory provision passed by 
the commissioners at Toronto, did it 
insert a time clause in the item. He 
said that when actual total and per- 
manent disability was sold the American 
Life made money on it. 


Waiting Period Increased 


The presumption of permanency from 
lapse of time was introduced for com- 
petitive purposes, he said. Some com- 
panies had a 90 day clause, others 60, 
and one or two even had a 30 day 
clause. The companies lost millions 
and finally went to the commissioners 
and recommended that they be re- 
quired to have a waiting period of not 
less than four months. This was made 
mandatory but the action of the com- 
missioners was discovered not to be 


adequate. Thereupon most companies 
increased the waiting period to six 
months. 


The American Life of Detroit, ac- 
cording to Mr. Adanis, issued the new 
clause and lost money for the first time 
on disability. He said there is no ob- 
jection to any company using a wait- 
ing period, but companies that desire 
should be permitted to sell actual total 
and permanent disability. 


Forced Companies Out of Disability 


Mr. Adams said that the action of 
the commissioners has forced most of 
the companies out of the disability busi- 
ness. Most companies do not desire to 
write disability under the present man- 
datory provisions. 

The courts, he said, 
the waiting period disastrously. The 
companies are shooting at a moving 
target, he declared. The question will 
be brought up for action at the Octo- 
ber meeting of the commissioners in 
Dallas. 

Mr. Adams also introduced a written 
brief on the subject to be considered by 
the commissioners. 

The brief étates that as construed by 
the courts the waiting period forces 


have interpreted 








study disclosed last year there was only 
a half of 1 percent of these city mort- 
gages upon which it could be reasonably 
expected there would ultimately be a 
possible partial loss, even at the present 
values. 

Says Losses Inconsequential 


Although the Lincoln National has 
made no farm loans for several years, 
Mr. Travers said a survey by a na- 
tionally known investment firm esti- 
mates probable losses on existing farm 
properties and foreclosures not to ex- 
ceed 1 percent of total loans on the 
books. 

He emphasized again that the great- 
est strength of life companies is the 
mathematical exactness with which the 
business is conducted. In every year as 
far back as records go—1906—aggregate 
cash income of life companies has ex- 
ceeded disbursements. There has been 
no need to sell securities and conse- 
quently fluctuations in market value 
have not been of direct interest to life 
companies. The primary concern is 
that assumed interest rate be earned and 
principal investment sum paid at ma- 
turity. 





companies into the accident and health 
business whether they will or not. The 
following are extracts: “The title of 
this clause itself accurately character- 
izes its original conception. It was not 
designed to insure against partial or 
temporary disability. This was already 
a field adequately covered by accident 
and health companies. It was felt that 
there was a logical relation between 
life insurance and genuine total and 
permanent disability coverage. It was 
felt that life policies might properly 
provide waiver of premium and actual 
income indemnity in case of economic 
death as well as physical dissolution. 


Definition on Original Clauses 


“The original clauses defined total and 
permanent disability as that state 
‘wherein the insured is and will be 
thereby for life prevented from pursu- 
ing any and all occupations for gain or 


profit.” Rates were calculated to cover 
that risk, and no other. They did not 
include margins for granting benefits 


in case of partial or temporary disability. 
Gradually, however, the larger compa- 
nies in particular began liberalization 
of clauses. This resulted in encroach- 
ment on the accident and health field. 
Waiting clauses were introduced either 
confessedly or covertly, for competitive 
advantage. 

“Companies began to outdo each 
other in the matter of liberalizing the 
clauses and particularly in the matter 
of shortening the waiting period which 
was almost universally introduced into 
the definition of total and permanent 
disability. Under the waiting period of 
malingering became more than a 
threat. It was a profession. Nervous 
breakdowns were frequent but this 
malady did not preclude a winter in 
Florida, replete with golf, bridge and 
dansants. 


Remedy Was Inadequate 


“ur 


The commissioners at the Toronto 
meeting permitted the patients to write 
their own prescription. A conference 
resulted in the standard provisions for 
disability clauses which extended the 
waiting period but did not eliminate it. 


Less than one year's operation under 
these provisions proves that the rem- 
edy was entirely inadequate. In fact 


the situation has become so intolerable 
that a majority of the larger companies 
are actually retiring from the field. 
Some are suggesting an increased wait- 
months instead of 


ing period to six 

four. Such would be an improvement 
only in degree. The difficulty goes 
much deeper and lies with the very 


principle of making the lapse of time 
the standard of permanency in disabil- 
ity cases.” 

The brief states that total and per- 
manent disability coverage should only 
apply to the type of risk which the title 
of the clause indicates. Where it is 
obvious that the policyholder is totally 
and permanently disabled the company 
should pay at once. There would be 
no need for any waiting period. If on 
the other hand, the brief contends, it 
is obvious from the beginning that the 
disease or accident is one from the 
effects of which recovery must be tedi- 
ous, it is reasonably certain, why should 
life companies bind themselves to pay 
under the total and permanent clause? 
There is insurance available for such 
risks with the accident and health com- 
panies, 





Guertin New Jersey Actuary 


A. N. Guertin, assistant actuary of the 
New Jersey insurance department, has 
been appointed actuary succeeding B. E. 
Shepherd, who resigns to become actu- 
ary of the Association of Life Insurance 
Presidents. 





Agents Must Get 
Down to Bed Rock 


Underwriter Who Can't Make 
Good Under Present Con- 
ditions Is Failure 


HARDER WORK NECESSARY 


St. Louis General Agent Tells Chicago 
Association Highlights of His 
Virile Philosophy 





The life underwriter who cannot make 
good under conditions as they are to- 
day is doomed to failure, C. O. Fischer, 
St. Louis general agent Massachusetts 
Mutual, declared before the Chicago As- 
sociation of Life Underwriters in an- 
nual meeting. 

Mr. Fischer has gained national prom- 
inence through his addresses before 
various life insurance assemblages, de- 
scribing how his agency got down to 
bed rock early in the depression period. 
He is also known for his pungent para- 
graphs, one of which is the slogan of 
his agency, “You are either going to 
work like hell or worry like hell— 
which?” 

Assumes Conditions Permanent 


Mr. Fischer said life underwriters 
must assume the present conditions as 
permanent and adjust their methods to 
exist on the present basis. More calls 
are required, and cultivation and main- 
tenance of a fundamentally right men- 
tal attitude. 

“Few of us need more selling ideas,” 
he said. “What we do need is effective 
application of the ideas we now have. 
We are in a new era which in many 
respects is healthy. We are getting 
down to brass tacks. It is up to us to 
be good business men and to use good 
business principles, which are the same 
today as they were 200 years ago. We 
should put our houses in order, cut down 
our overhead and stress the items that 
are money makers. We must spend 
more time in the field. 


Easy to Fail Today 


“I don’t know of any easier time to 
fail than now, nor of any easier way 
to do it than by failing to make enough 
calls. It is so easy to make alibis. 

“Unless we are full of pluck and con- 
fidence, how can we expect to succeed 
today? There is a great deal of busi- 
ness being written; there are lots of 
men and women writing as much as 
they ever did. 

“Courage to stand the gaff is the es- 


sential trait today; courage when the 
crowd is not cheering and nobody 
knows we're there. The men and 


women in life insurance who are going 
to profit in future are those who stick. 
You can’t lose if you stick. It is of 
course tragic for those who fail and go 
out of the business, but the more that 
go out, the better will be the business 
for those who stick.” 


Hastie New President 


John R. Hastie, associate manager 
Samuel Heifetz agency, Mutual Life of 
New York in Chicago, was installed as 
the new president. A. E. Patterson, general 
agent Penn Mutual, retiring president 
gave a resume of the retiring adminis- 
tration’s many achievements. Paid mem- 
bership the day of the meeting was 896, 
the highest in history and an increase 
of 17 percent over last year at the same 
time. For the first time in the history 
of the association, he said, the balance 
sheet shows no liabilities. 

(CONTINUED ON PAGE 11) 
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Actuarial Society’s Report 
on Aviation Expected Soon 


STUDY QUESTION OF RATING 
Full-time Pilots Surveyed to Determine 
If They Can Be Allowed Pref- 
erential Scale 





———-5-- 


The annual report of the aviation 
committee of the Actuarial Society 
probably will be published about Aug. 1. 
The committee has given particular at- 
tention to the problem of determining 
whether there is a favorable class of 
full-time pilots to whom a lower than 
normal rating can be given. 

This has been done by studying the 
records of full-time fliers after eliminat- 
ing certain classes, such as stunt pilots 
and others who might affect the result 
unduly. 

The committee also has studied data 
tending to show that there is a definite 
correlation between fatal accidents and 
the type of weather prevailing in a given 
locality. If it is found that definite con- 
clusions can be reached on this point 
they will be included in the report. 

Such a relation between weather con- 
ditions and mortality probably would 
not be of much immediate use in cal- 
culating premiums for pilots, as there 
would be no way of determining just 
where they would fly, but it is believed 
that such information, if ascertainable, 
should be of value to the airline opera- 
tors and hence be of service in improv- 
ing mortality. 

The committee consists of J. E. Hos- 
kins, assistant actuary Travelers; H. R. 
Bassford, assistant actuary Metropoli- 
tan, and E. W. Marshall, vice-president 
and actuary, Provident Mutual. 

A semi-annual dividend to stockholders 


of 6 percent has been declared by the 
Pan-American Life. 











Cursory Thumb Nail Sketches 
at Commissioner’s Meeting 








. A. Gunn, president Employers 
Mutual Casualty of Des Moines, is fre- 
quently taken for Commissioner Fish- 
back of Washington at commissioners’ 
meetings. Both are massive and tall. 
Mr. Fishback, however, is older than 
Mr. Gunn, although there may be some 
resemblance in size and height. Mr. 
Gunn has never tried to cash in on the 
emoluments that go with a commis- 
sioner’s office. He is treated most cor- 
dially and when he explains who he is 
the cordiality somewhat abates. At the 
Chicago meeting of the commissioners 
last week both men were present. 

* 


Fernand Mouton, member of the 
Louisiana insurance commission, at- 
tracted much attention, resembling very 
much a real movie actor from Holly- 
wood. Mr. Mouton represented his state 
at the commissioners’ meeting but fig- 
ured conspicuously as head of a delega- 
tion that was trying to get seated at 
the Democratic national convention. 
Ostensibly his contingent was opposing 
one headed by United States Senator 
Huey P. Long, but in reality Mr. Mou- 
ton’s delegation was all in favor of the 
“Kingfish.” 

6 & 


M, A. Freedy, former Wisconsin insur- 
ance commissioner and now general 
agent of the Alliance Fire in Wisconsin, 
joined his old associates among the state 
officials, 

* * * 

Henry F. Tyrrell, legislative counsel 
of the Northwestern Mutual Life and his 
assistant, C. C. Klocksin, were accom- 
panied by Vice-President M. J. Cleary, 
who was formerly Wisconsin commis- 
sioner. 

* * * 


. S. Tiernan, president of the Central 
Life of Fort Scott, and American Savings 
Life of Kansas City, and vice-president 
of the Sentinel Life of Kansas City, is 





row a perennial attendant at commis- 
sioners’ conventions. He is always ac- 
companied by Mrs. Tiernan, who is a 
general favorite. 

x * * 

Cc. J. Gough, deputy insurance commis- 
sioner of New Jersey, was accompanied 
by Actuary Bruce Shepherd, the latter 
soon to take his new position as actuary 
of the Association of Life Insurance 
Presidents, 

A. H. Hoffman, president of the Yeo- 
men Mutual Life, which has taken over 
the Brotherhood of American Yeomen, 
was one of the active men in the hotel 
lobby. 

J. M. Laird, vice-president of the Con- 
necticut General Life and president of 
the American Life Convention, was one 
of the conspicuous life people present. 
The American Life Convention had a 
coterie of officials headed by Manager 
B. K. Elliott. Among them were Vice- 
President F. W. McAllister, Kansas City 
Life; President C. L. Ayres and Vice- 
President Claris Adams, American Life; 
President L. J. Dougherty, Guaranty 
Life; Vice-President Henry Abels, 
Franklin Life; President Hamilton, Fed- 
eral Life; Executive Vice-President 
Walter E. Webb, National Life, U. S. A.; 
President O. J. Arnold, Northwestern 
National Life; President Daniel Boone, 
Midland Life of Kansas City; Counsel 
Allen May, Missouri State; Executive 
Vice-President FP. B. Mead, Lincoln Na- 
tional; President R. S. Tiernan, Central 
Life of Kansas. 

sz. 

President W. H. Cox of the Union 
Central Life attended the convention. 
John L. Shuff, general agent Union Cen- 
tral at Cincinnati and former president 
National Association of Life Underwrit- 
ers and Mrs. Shuff, were conspicuous 
among those greeting friends. Mr. Shuff 
appeared in a suit of heavenly blue that 
attracted wide attention. 





Record Set in C. L. U. 


Examinations This Year 


There were 651 candidates for 
the C. L. U. degree registered for 
the June examinations, Gerard S. 
Brown of the Penn Mutual at 
Chicago, national chapter presi- 
dent, states. New York City led 
with 81 candidates, Chicago was 
second with 58 and Philadelphia 
third with 48. The total was an 
increase of about a third over last 
year. 











Dallas Committees Named 
for Commissioners’ Meet 


DALLAS, June 30—The arrange- 
ments committee for the annual meeting 
of the National Convention of Insurance 
Commissioners here Oct. 16-18 has 
named the various committees for the 
sessions. The Texas insurance men are 
preparing to entertain the commission- 
ers in a big way. 

While the sessions of the convention 
will be held in Dallas, the commission- 
ers are to visit Houston and Galveston 
as a part of the program. These trips 
will be in the nature of sightseeing 
and entertainment. 

The general committee is composed 
of Tom L. McCullough, chairman; C. 
F. O'Donnell, Edgar L. Flippen, Harry 
I. Maxson, Homer R. Mitchell and G. 
Mabry Seay. W. A. Tarver, chairman 
of the Texas board of insurance com- 
missioners will be host to the conven- 
tion, and R. B. Cousins, Jr., former 
Texas commissioner and former presi- 
dent of the San Jacinto Life of Beau- 
mont, is state chairman. 


Chartered Life Underwriter books sold 
by The National Underwriter. 





THE CONSERVATIVE LIFE INSURANCE CoMPANY OF AMERICA 


HOME OFFICE AT SOUTH BEND, INDIANA 


has made a gain in paid for insurance for the first five months of 1932 


of 51% over 1931 for the same period 
42.2% over 1930 for the same period 
7.1% over 1929 for the same period 


THIS SHOWING IS SIGNIFICANT AND CAN BE ATTRIBUTED TO THE WONDERFUL POLICIES ISSUED 


BY THIS COMPANY 








the market. 


In the Ordinary Department, the preferred 
risk policy has the lowest initial rate, and the 
lowest guaranteed cost over a period of five, 


ten, fifteen, or twenty years of any policy on 




















have 
beneficiary 


In the Monthly Premium (Industrial) depart- 
ment, policies are issued from date of birth to 
age 65, with exceedingly large death benefits 
at very low rates. 
disability, double 
benefits, 
loans, cash surrender, paid-up and extended 
insurance values after three years. 


Monthly premium policies 
indemnity, original 


and provide for cash 











Our monthly premium (Industrial) agents collect their debits once a month, leaving them free to straight canvass from 
18 to 22 days each month. 
We have openings for several experienced detached Assistant Superintendents, who have good clean records, and have the 
ability to handle from four to seven men, and who will straight canvass and teach new men how to Canvass. 

If you are looking for a connection with a progressive company write giving full particulars in regard to your experience, 
etc., to A. S. BURKART, VICE PRES. AND GENERAL MANAGER, CONSERVATIVE LIFE INSURANCE COM- 
PANY OF AMERICA, SOUTH BEND, INDIANA. 


THIS COMPANY HAS $1,154 IN ASSETS FOR EACH $1,000 OF LEGAL RESERVE LIABILITY 
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Companies’ Attitude on 
Air Travel Now Broader 








Most of the old conservative insur- 
ance companies have removed restric- 
tions against travel on regular sched- 
uled airlines, both by the general pub- 
lic and by airline employes, R. W. Rob- 
bins, president Transcontinental & 
Western Air, Inc., operators of an air 
passenger and mail route between New 
York and the Pacific Coast, reports in 
reviewing achievements of aviation. 
Only a few carriers now continue the 
additional premium charge for policy- 
holders traveling over established air- 
ways by transport planes. Occasionally 
a company will limit its policyholders 
to from six to ten trips by air in any 
one year and a few place the number 
of allowable trips per year at five. — 

Mr. Robbins cited the Connecticut 

General, Provident Mutual and Sentinel 
Life as placing little or no restriction on 
air travel for policyholders, and the 
Prudential and Penn Mutual as accept- 
ing as policyholders without additional 
premium persons who use regular air 
lines as many as 10 to 15 times in a 
year. 
’ Mr. Robbins emphasized the state- 
ment of the Aeronautical Chamber of 
Commerce recently, pointing out that 
most life policies contain a clause mak- 
ing the policy incontestable after one 
year from date of issue and that full 
face value thereafter will be paid in 
event of a fatality from air travel. 

The chamber said in the majority of 
cases the ordinary person who takes a 
flight is fully covered, although _of 
course the double indemnity provision 
in life policies sometimes does not apply 
in case of an airplane accident. 

The chamber reports an inquiry of 44 
companies shows 33 accept at standard 
rates applicants who do not contem- 
plate more than five to ten flights per 
year; 11 added premium for policyhold- 
ers who contemplate more than 10 
flights a year; three an added premnamn 
for any number of flights, and only 
four do not accept applicants who con- 
template air travel. Several companies 
report they pay double indemnity for 
accidental death by airplane. 


C. L. U. Official Slate Soon 
to Be Ready for Mail Vote 





The nominating committee of the 
National chapter of C. L. U. has been 
announced by Gerard S. Brown, of the 
Penn Mutual in Chicago, national presi- 
dent. A slate will be prepared soon to 
be voted on by mail. Installation of 
new officers will occur at a dinner of the 
National chapter in San Francisco Aug. 
18, during the annual convention of the 
National Association of Life Underwrit- 
ters. The committee consists of Paul 
F. Clark, general agent John Hancock 
in Boston, chairman; C. V. Anderson, 
Cincinnati, general agent Provident 
Mutual; C. F. Axelson, Chicago, North- 
western Mutual, and Dr. David Mc- 
Cahan, ex officio, recording secretary 
National chapter and secretary and_as- 
sistant dean American College of Life 
Underwriters. 


Six Canadian Companies in 
Action on Disability July 1 





Six Canadian companies July 1 will 
inaugurate modified disability benefits— 
the Confederation, Crown, Dominion, 
London, Montreal and North American 
The new benefit under a $1,000 policy 
in the event of total disability before the 
imsured reached age 55 (males) or 50 
(females) would give the following 
benefits payable after six months con- 
tinuous total disability as long as dis- 
ability lasts: 

Ten dollars per month for 50 months, 
$5 per month for the next 100 months, 





$1,000 cash at end of 151ist month, wai- 
ver of all premiums due during period 
of disability payments, payment of 
claim if death should occur during 150- 
month period. Guaranteed values, divi- 
dends, etc., will be unaffected by pay- 
ment of disability income. 

The clause will be modified for term 
and pension bond contracts. Total dis- 
ability is designed to insure nothing but 
average earned income. Underwriting 
rules are: 1. Medical examination for all 
policies including this benefit; 2. Only 
issued to female wage-earners, outside 
their own homes, at twice male rates; 
3. Not issued to unskilled laborers or 
laborers in heavy trades, 4. Limits— 
Coverage, both income and waiver, in 
all companies must not exceed 50 per- 
cent of average earned income during 
past three years. No monthly income 
disability benefit will be issued for more 
than $500 (including coverage in all 
companies). Females, as above, but re- 
duced to 25 percent of earned income, 
with coverage in all companies not ex- 
ceeding $100. 





Expect to Announce C. L. U. 
Examination Results Aug. | 





The examination books for approxi- 
mately 650 candidates who took the 
C. L. U. examination in June are now 
being graded by a staff of 17 men. All 
papers except the unusually good ones 
are marked by at least two graders in- 
dependently of each other. As exam- 
ination books are numbered only instead 
of having them signed, the identity of 
the applicant being examined is un- 
known to the graders. Border-line pa- 
pers are read independently by a third 
grader. It is hoped that announce- 
ment of the results may be made about 
Aug. 1. 

Candidates who complete all exam- 
inations this year and meet all other re- 
quirements for the C. L. U. designa- 
tion or the certificate of proficiency will 
be awarded their diplomas Aug. 18 in 
San Francisco m conjunction with the 
annual meeting of the National Asso- 
ciation of Life Underwriters. Diplomas 
will be conferred by E. J. Clark, presi- 
dent of the American College. John A. 
Stevenson, vice-president Penn Mutual 
Life, will speak on “What the C. L. U. 
Program Means to Life Insurance”; Dr. 
S. S. Huebner, dean of the college, on 
“Alumni Aids to the American College 
of Life Underwriters” and Dr. David 
McCahan, assistant dean, on “Organiza- 
tion of C. L. U. Educational Efforts.” 


Uninsurance Now as Great 
Problem as Unemployment 





ST. PAUL, MINN., June 30.—Unin- 
surance is fully as great if not a greater 
problem in this country today than un- 
employment, said President Duffield, of 
the Prudential, in addressing an agency 
cenference here with agents from 
Minnesota and parts of Wisconsin and 
Iowa. 

“Unemployment is a temporary con- 
dition,” said President Duffield, “Even- 
tually the head of the family who is 
now out of a job will find one. But 
uninsurance is a permanent thing when 
the head of the family passes on.” 

President Duffield declared that the 
true role of every life insurance sales- 
man in these days is to “do your own 
job better than you ever did it before 
and talk less of depression. This will 
bring about a return of prosperity 
sooner than you realize.” 

Agents were urged to take the view 
that they were selling protection to their 
clients rather than insurance. “Above 
everything else,” he said, “we must take 
upon ourselves the responsibility of re- 
ducing uninsurance to a minimum.” 

He stressed the importance of com- 
batting lapses, saying that many poli- 
cies were being allowed to lapse for 
trivial reasons. 
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New Sources of Income 


Now all of the established agents of every company 
are writing less business than formerly, for the very 
good reason that there is less business to be obtained. It 
follows, then, that a company which is depending only 
on its old agency force is making a very much poorer 
showing this year than it did last, even if its old agents 
are doing their level best. 


The only real answer to this is that such a company must 
appoint some new agents, and in that way open up new 
sources of income. In fact, a company that is not making 
a serious and intelligent effort to appoint new producing 
agents is not even handling its current affairs capably, to 
say nothing of not building for the future. 


It must be clear to you and to everyone that new produc- 
ing agents are the crying need of all of the companies 
whose premium receipts are below those of last year. 
But with conditions as they are, is it possible to appoint 
new agents? 


In order to arrive at the real answer to that question 
imagine yourself, for a moment, to be a prospective 
agent. As such, you are somewhat in doubt about all 
companies. Would you arrange to represent a company 
that you had never heard of, whose name you never see, 
which never advertises, which, in other words, has failed 
entirely to establish itself favorably in your mind? The 
answer is obvious—you would not. 





But this does not mean that it is impossible to appoint 
new agents. It does mean, though, that they will be 
appointed in much larger numbers and with greater 
ease by the advertised companies. The non-advertising 
company is impeding its own expansion and progress by 
failing to advertise in these times when a good reputation 
is so essential to the making of agency appointments. 


If you think that it is just as hard for the special agent 
of a well advertised company to make new agency ap- 
pointments as it is for the special agent of an unadver- 
tised company to do so, ask your own special agent what 
he thinks. Or, better still, ask the special agent of a 
company that advertises regularly in The National Under- 
writer how he would like the job of appointing agents for 
a non-advertising company. Yours, for instance. 


(Number 21 of a series devoted to the 
merits of National Underwriter advertising) 
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| What a Father 
Did for His Daughter 


wae she was 25 years old he 
bought for her a single-premium 
life annuity of $1000 a year payable 
$500 semi-annually. 


That was over 43 yearsago. In all she 
has received $43,500; and the New 
York Life will, of course, continue to 
send her a check for $500 every six 
months as long as she lives. 


She is almost 69 years old, a widow.— 
Can you think of any other ¢ift her 
father could have made her that would 
have been so enduring, so helpful to 
her, so thoroughly significant of his 
desire to make her life financially safe? 


He had protected her whether he lived 
or not, whether she married or not 
and (if she married) whether her hus- 
band should prosper or fail or leave her 
unprovided for in event of his death. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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FISHER & McLAUGHLIN IN CHARGE 


The Pershing Square office of the 
Massachusetts Mutual Life, which comes 
under the management of the Keane- 
Patterson agency July 1 following the 
retirement of the General Agent J. 
Fell, will be jointly managed by R. E. 
Fisher and E. A. McLaughlin. Both 
are young men, the former being 30 
years old and the latter 35. 

Mr. Fisher is a graduate of Union 
College. On leaving college he was em- 
ployed by the American Telephone 
Company. He entered the Keane-Pat- 
terson agency in 1928. His personal 
production work there led him after 
two years to the management of the Phi 
Gamma Delta fraternity’s project to 
erect a $1,000,000 headquarters in Wash- 
ington, D. C., to be financed on a plan 
of life insurance designed by him. His 
organization work has been a marked 
success. 

Mr. McLaughlin’s education has been 
in business management, sales organiza- 


tion, trust law, industrial engineering 
and life insurance. His experience had 
been in various industrial and public 


service enterprises until he went into the 
life business in 1925 as agency super- 
visor and personal producer under G. A. 
Eubank. In 1927 he became district 
manager of the Equitable Life of lowa 
for Central New York state. In 1928 
he became brokerage manager for the 
Muller agency in New York city and in 
1920 manager of the insurance trust di- 
vision of the Chatham-Phenix National 
Bank and Trust Company. 

Mr. Fell, who has chosen to retire 
from executive work in order to expand 
his personal production, will continue 
his association with the company: at the 
Pershing Square branch. 


COMMENT ON SUICIDE CLAUSE 


A surprising number of agents and 


general agents here would like to see 
the adoption of a permanent suicide 
clause, which is now being considered 


by a committee of the Life Presidents’ 
Association. They have been studying 
the companies’ increasingly heavy losses 
from suicide and the effect on mortality 
and dividends. They consider the bene- 
fit on the latter score would more than 
offset any lessening in sales that might 
result from the change. They believe 
any such lessening however, would be 
inconsequential. 

On the other hand there are those 
who claim the adoption of such a pro- 
vision would be the worst thing that 
could happen to life insurance selling. 
And of course there are many who con- 
sider the contingency so remote that 
they hesitate to express a definite opin- 
ion. 

Those who favor the permanent ex- 
clusion clause realize the difficulties in 
getting it through the state legislatures 
and in enforcing it after enactment but 
they believe the net result would be con- 
siderably better than with the present 
one or two-year clauses. 


R. G. Engelsman, general agent of 
the Penn Mutual Life, said several 
prominent business men had told him 


that they could see no reason for pay- 
ing anything whatever, even the reserve, 
in case of suicides. Mr. Engelsman said 
he believed the type of suicide clause, 
whether permanent or the present va- 
riety, would have no effect whatever 
on the sale of life insurance, that a per- 


manent suicide clause would be good 
public policy and would undoubtedly 
do much toward preventing a great 


number of suicides. 

Those who oppose the permanent sui- 
cide clause say it would result in bring- 
ing life companies into the courts in 
contested cases, with a résulting un- 
desirable reaction in the public’s mind. 
They believe suicides would make their 
deaths appear accidental and impossible 








By R. B. MITCHELL. 





for the life company to prove otherwise, 
with the result that the companies would 
have to pay double instead of nothing 
where double indemnity was involved. 

Another objection frequently cited is 
the value the policyholder places on the 
assurance that when the one or two 
year contestable period is up, the face 
amount will be paid to his family no 
matter how he dies. 

Less drastic compromises have been 
suggested. Among these is put forward 
a longer clause than at present, for ex- 
ample, five or ten years. Another is 
that the permanent suicide clause would 
apply only to that portion of a man’s 
total insurance that exceeded a certain 
figure—the latter being an amount large 
enough to keep his family from actual 
want in case of suicide but not large 
enough to be much of a temptation to 
self-destruction for the sake of a sum 
sufficient to keep them in luxury. 

* * * 
FEAR ABOUT TWISTING 


Fear that the new federal gift tax 
may mean an increase in twisting has 
been expressed by life insurance men 
here, who point out that if the Treasury 
Department decides to consider the as- 
signment of the cash values of a life 
policy as a gift, it would furnish am- 
munition to the twister trying to per- 
suade a policyholder to drop his old 


insurance and take out new to avoid 
the gift tax. Formerly the twister’s 
argument that a policyholder should 


surrender his insurance and take out a 
new policy with his wife paying all the 
premiums in order to avoid estate taxes 
could be met by the contention that the 
same exemption could be obtained by 
making an irrevocable assignment of th« 
old policy to assured’s wife. 

If the Treasury Department should 
decide that cash values in such cases 
are subject to the gift tax, such assign- 
ments would be taxed on the amount 
exceeding the specified exemptions 
However, the agent arguing against the 
twister could point out that the net re- 
sult would be a greater saving if the 


cash surrender value on the old con- 
tract were allowed to be taxed as a 
gift rather than putting it back int 


the general estate, where, if the state 
were of considerable size, it would be 
taxed far in excess of the amount pay- 
able under the gift tax. 

On a million dollar policy, for ex- 
ample, with a cash value of, say, $200,- 
000, the gift tax if the policy were as- 
signed to the assured’s wife would be 
close to $7,000 and at the same time the 
$50,000 aggregate exemption would be 
used up in addition to the $5,000 
annual exemption. The following year 
all of the net premium on the policy, 
except the $5,000 annual exemption, 
would be subject to the gift tax. Figur- 
ing the premium at around $30,000 on 


a case of this size, $25,000 per year 
would be subject to the federal gift 
tax. 


On the other hand, if a new: policy 
were taken out for $1,000,000, not even 
the $30,000 premium would be subject 
to the gift tax the first year, as the 
$5,000 amnual exemption would take 
care of that much, the remaining $25.- 
000 reducing his aggregate exemption 
of $50,000 to $25,000. Neither would 
there be any gift tax the following year, 
as the annual exemption and the re 
mainder of the aggregate exemption 
would be enough to take care of it. 

Life men who have considered this 
angle of the gift tax situation fear that 
the appeal of being able to put off any 
gift tax for ome or more years would 


make the twister’s arguments much 
stronger than they were before. The 
effect is heightened by the fact that 


accumulated gifts are taxed on a slid- 
ing scale, as the tax provides that addi- 
tional gifts shall be taxed in the suc- 
ceeding highest brackets. 
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HE ‘'pro’”’ can explain the theory ... can show you the right stance, the correct grip and 





oon Step by step, and club by club, the instructor will guide you over fairway, rough and green. But 
wo a you ve got to master the fundamentals first to become a golfer and get a ‘kick’ out of the game. 
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aoge The Continental American knows that the only way a man can learn to sell life insurance is to 
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You've got to learn to hit the ball and the only way you can learn that, is by hitting it. 


Or exX- 
$200.- 
Fe as: This company, in keeping with its originality and progressiveness, offers a training plan that assures 
ulc e 
oe immediate and constant production to the new salesman who is at all acapted to the life insurance 
h ge business. It not only gives him the theory he needs as he can absorb it, but supplies both personal 
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and mechanical supervision for every working hour, six days a week. It is a training plan that 


Send for a copy of our booklet... A limited number of openings in Massachusetts, New Jersey, Pennsylvania, 
policy “How an Average Salesman Can Build Delaware, Maryland, District of Columbia, Virginia, West Virginia, and 
t even An Income of $25,000 a Year.” Obio. Address your communication to George A. Martin, vice-president. 
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Life Income Plans 


The slow sure ways to financial inde- 
pendence now seem worth while. 


Guaranteed life incomes are more at- 
tractive than capital sums with the care of 
management. 


Retirement incomes, with or without 
life insurance, paid for during the produc- 
tive period are proving attractive to peo- 
ple with money to invest. 


On the Connecticut General’s guar- 
anteed cost plan these contracts have an 
extra appeal at this time. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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“Agents are extremely fortunate”— 


Reap this statement made by the judges of the 1931 Insurance 
Advertising Conference Exhibits, United States and Canada: 


“Southland Life’s contribution, “The Little Red Book,” is an 
admirable piece of work. It incorporates not only direct mail 
help, but sales help in almost every phase—to which the adver- 
tising department has a connection. 


“The judges were impressed with its completeness and useful- 


who have this kind of home office support.’ 


“It is with the full measure of recognition that we give this 
entry an Honorary Citation.” 


every modern aid to agents, write CLARENCE E. Linz, First Vice 


[: you are interested in an agency contract with a company Pvc | 
President, or Cor. W. E. Tatsot, Agency Manager. 


Southland Life Insurance Company 


Harry L. Seay, Pres. Dallas, Texas 
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President Stevens Believes 
in Family Insurance Doctor 


July 1, 1932 

















President R. W. Stevens of the Illinois 
Life evidently believes in “the old time 
religion.” He has no great reverence 
for newfangled, modernistic, fantastic 
touches. President R. W. Stevens in 
writing to his agents on the needs of 
the present day, says: 

“With all due respect to modern 
methods and ideas we firmly believe 
that there is an ever growing need for 
some real old-fashioned enthusiasm 
among life underwriters. Perhaps in 
the present trend toward tailor-made 
programs, surveys and analyses, and 
coldly calculating (‘scientific,’ if you 
will) sales tactics, we have lost sight 
of the honest value contained in neigh- 
borliness. Maybe that isn’t the right 
word, maybe there isn’t such a word, 
but it carries the meaning we wish to 
present. 


Loss of Family Insurance Man 


“Along with the disappearance of the 
family physician we are seeing the ex- 
tinction of the family life insurance man. 
With the increase of professionalism we 
are losing the friend-to-friend attitude 
and getting the specialist-to-patient com- 
plex. All of which may constitute a 
progressive step forward; but we con- 
fess to a yearning for the ‘old times.’ 
In times past the doc called you by 
your first name, inquired about the 
folks, and made you feel generally at 
home. Today if you visit the special- 
ist you are met in the anteroom by a 
capable graduate-nurse, given a number, 
cross - indexed, cross - iaenaescnianion and 


Sidious Takes Geen 
Mutual Agency in Chicago 





H. D. Hoffman, who has been located 
at Van Wert, O., in charge of the life 
department of the Purmort Insurance 
Agency, is transferred to Chicago to 
manage the Chicago agency of the 
General Mutual Life of Van Wert 
under the direction of J. S. Kemper, 
who is a vice-president of the General 
Mutual. Mr. Kemper is president of 
the Lumbermen’s Mutual Casualty, Na- 
tional Retailers Fire, American Motor- 
ists and Federal Mutual Fire. He is a 
director in a number of other mutual 
companies, Mark Kemper of the Chi- 
cago Kemper organization is a director 
of the General Mutual Life. R. 
Conley has been transferred to Van 
Wert to succeed Mr. Hoffman. He was 
formerly an agent at Holgate, O. Mr. 
Hoffman started with the General Mu- 
tual Life as an agent at Willard, O. 


Julius Rosenwald’s Insurance 


In the inventory of the estate of the 
late Julius Rosenwald of Chicago, phil- 
anthropist and head of Sears, Roebuck 
& Co., the mail order house, it was 
shown that he carried life insurance 
amounting to $573,174. 


Gets Income Tax Abatements 


The Missouri State Life has been 
granted abatements and credits aggre- 
gating $66,730 in connection with fed- 
eral income taxes for 1924, 1925 and 
1927. The over-assessments were $25,- 
988 for 1924, $20,363 for 1925 and $21,- 
948 for 1297. 


Opens Detroit Branch 


The Massachusetts Accident has es- 
tablished a Detroit branch at 1679 First 
National Bank building, with C. 
Frede, former secretary of the John W. 
Yates general agency of the Massachu- 
setts Mutual Life, as district manager. 
William Dewar, formerly of Seattle, has 
become assistant manager. 





Much | teteome Being Taken 





have your symptoms and family history 
entered on a card. Finally you are 
ushered into ‘The Presence.’ When you 
leave you bear with you a vast respect 
for medicine, and a fervent longing for 
good old doc whose twinkling eyes and 
kindly smile kept you from feeling like 
a specimen bug pinned to a board. Case 
No. 17! 


Professionalism Is Introduced 


“Things haven't come to this pass in 
the life insurance business. We hope 
they never will. But it must be ad- 
mitted that the tendency is in that di- 
rection. With the advent of profes- 
sionalism into our business we are faced 
with the loss of that equal standard be- 
tween buyer and seller which is so sat- 
isfying and, we believe, necessary. 

“We still feel that the old-time life 
insurance man who can climb the steps 
and sit on the ‘front stoop’ visiting with 
the family has a distinct edge on the 
so-called expert with all his airs and 
knowledge. 

“Old fogey? Perhaps. But we're in 
that class of rapidly disappearing fun- 
damentalists who believe that a man who 
recognizes life insurance as the great- 
est thing devised by the mind of man 
for the good of humanity, a man who 
knows what it is and what it does, a 
man who is fired by a burning enthu- 
siasm and an unquenchable desire to 
go out and tell the story to the great- 
est possible number of people, will pro- 
duce an enviable volume of persisting 
business.” 


in Suicide Clause Revision 





NEW YORK, June 30.—Life insur- 
ance executives and field men are 
greatly interested in the deliberations of 
the special committee of the Life Presi- 
dents Association that is considering the 
suicide clause revision. The members 
of the committee have been making spe- 
cial investigation and have held one or 
two conferences. However the commit- 
tee has reached no final conclusion, All 
possible information and suggestions on 
the subject are being mobilized and 
considered. It will probably be some 
months before a decision can be reached 
whereby recommendation will be made 
to the organization. 


Blewett Is Branch Manager 


W. K. Blewett, formerly New Jersey 
state manager for the Maccabees, has 
been appointed branch manager at 
Jersey City by the Acacia Mutual. Mr. 
Blewett has been with the Maccabees 
for nine years. Prior to going to New 
Jersey as state manager two years ago 
he was state manager in Minnesota. His 
territory will include Hudson, Bergen 
and Passaic counties. 


Northern Life Changes 


Following the recent appointment of 
G. W. Geddes, formerly actuary and 
assistant manager of the Ontario Equit- 
able Life, as manager of the Northern 
Life of London, Ont., it is announced 
that the latter company will concentrate 
its efforts in western and central On- 
tario, though agencies already estab- 
lished elsewhere will be maintained. All 
the company’s branch managers will 
have their contracts changed to general 
agents. 


Routt With Buffalo Mutual 


C. S. Routt has been appointed dis- 
trict manager of the Buffalo Mutual 
Life for Canton, O., and vicinity. He 
was formerly supervisor for the Kansas 
City Life. He has written a number 
of magazine articles. 
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“Hayseeds” Lead “City 


Slickers” in Contest 











Small town agents in Kentucky and 
Tennessee are producing more life in- 
surance this year than those in the 
larger cities, judging from the results 
of a contest being carried on by the 
Minnesota Mutual Life. 

Last February H. G. Hoffman, gen- 
eral agent at Mt. Sterling, Ky., picked 
25 men from small towns and called 
them “hayseeds.” He then challenged 
W. S. Craddock, general agent at Mem- 
phis, who picked an equal number of 
men from the larger cities of his terri- 
tory. He dubbed his men “city 
slickers.” 

The battle has been going on merrily 
since then and thus far the “hayseeds” 
have a comfortable kead. The contest 
closes in August. 


Ohio Attorney General Rules 
on Stipulated Premium Plan 





The attorney general of Ohio has held 
that a mutual protective association or 
a company organi ized under the provi- 
sions of seetion 9427, Ohio general code, 
has authority to issue closed contracts 
or those which provide for the payment 
of stipulated premiums and which are 
not subject to assessment provided that 
such an institution maimtains the reserve 
required by legal reserve companies. 
The Ohio department called attention to 
the fact that a certain Ohio company 
organized under section 9427 advertises 
that its contracts are closed but there 
is no provision for cash values in its 
policies. This company maintains a re- 
serve and advertises as a legal reserve 
company. The department has answered 
inquiries all along to the effect that it 
is an assessment company and has the 
right to change its contracts both as to 
rates and provisions. The company em- 
phatically denied this. The question has 
been one of controversy between the 
company and department for a number 
of years. 


Marc Law Elucidates Point 
as to the Inheritance Tax 





Marc A. Law of Chicago, general 
agent of the National Life of Vermont, 
in answering an inquiry as to a recent 
contribution in THe NationaL UNDER- 
WRITER elucidates one point that he made 
as follows: : 

“In stating that as long as the insured 
retains no incidents of ownership, life 
insurance is not taxable under federal 
inheritance tax, I refer to the well 
understood ruling of the Treasury De- 
partment which states that as long as 
the insured has no control of the policy, 


such as the right to surrender, make 
loans or change the beneficiary, the 
policy is not subject to estate tax, this 


being true whether or not the insured 
has paid the premiums. Where the in- 
sured did not pay the premiums, the 
proceeds are not taxable except when 
payable to the estate of the insured. I 
suggest that you refer to the Prentice- 
Hall, or one of the other tax services, 
and read the rules and decisions on 
which these rulings are based. I might 
add that any policy payable to the estate 
is taxable.” 





Tebbetts Suits Dismissed 


Two damage suits filed by the late L. 
B. Tebbetts, of St. Louis, against a 
number of insurance companies, agents, 
general agents and company officials 
have been dismissed by Circuit Judge 
Hartmann. 

In one suit filed March 13, 1930, Teb- 
betts asked $100,000 damages from 
seven companies and their local agents, 
whom he charged with having branded 
him as a “twister.” In another suit filed 





LIFE 


Jan. 29, 1930, he named 21 defendants 
and asked for $200,000. 


Twin City C. L. U. Election 


Martin P. Coonan of the St. Paul 
office of the Northwestern Mutual Life 
has been reelected president of the Twin 
City C. L. U. chapter. Louis Gross of 
the Prudential, Minneapolis, was _ re- 
elected vice-president and Harold Kauf- 
man, Northwestern Mutual Life, Minne- 
apolis, secretary-treasurer. 


Auditor Hobbs Dies 


Harry W. Hobbs, for eleven years 
chief traveling auditor of the Equitable 
Life of New York, died at his home in 
Chicago after having been confined to 
his bed since April following an attack 
due to a cerebral hemorrhage. Mr. 
Hobbs was the father of Philip B. 
Hobbs, agency manager for the Equit- 
able at Chicago. The father became 
associated with the Equitable at the Bal- 
timore office in 1890, and was _ trans- 
ferred to Des Moines in 1898, where he 
served until 1900, at which time he was 
returned to the home office. In 1908 he 
was installed as agency cashier at Chi- 
cago and served in that capacity until 
1921 during which period he made a 
host of friends. He was then promoted 
to the auditing department as traveling 
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auditor and was serving as such at the 
time of his death. The death of Mr. 
Hobbs is a source of deep and lasting 
regret to many friends he made through 
out the country in his upwards of a 
half century of life insurance service. 


Harold Coupland Promoted 


ST. LOUIS, June 30.—The American 
Service Bureau, affiliated with the 
American Life Convention exclusively, 
has appointed Harold Coupland super- 
visor. He formerly was manager of the 
American Service Bureau's branch office 
in Los Angeles. 


Contest Over Double Indemnity 


Appeals have been taken from the de- 
cree of the United States district court 


at Chattanooga, dismissing the suit of 
Mrs. Landress of that city, widow of 
the late T. F. Landress, who carried 


$20,000 in the Phoenix Mutual Life and 
$14,000 in the Travelers respectively. 
Her husband died from sunstroke while 
playing golf. The policies had the 
double indemnity clause. The com- 
panies declared that they were not liable 
under the double indemnity clause since 
sunstroke is not a “bodily injury ef- 
fected solely through external, violent 
and accidental means” as provided in 
the policy. 











Eighteen Years of 
Weekly Production 


The producing of an application 
a week for practically 18 years is 
the record made by O. F. Gilliom, 
general agent for the Lincoln Na- 
tional Life at Berne, Ind. He has 
almost a seven year lead over his 
nearest competitor D. E. Peavy 
of Beaumont, Texas, who has 581 
weeks. C. Rittenberry of 
Amarillo, Texas with 549 weeks; 
H. G. Swift, Bryan, Ohio, with 
530 weeks, and S. H. Annis, De- 
troit, Michigan, with 527 weeks 
are close on the heels of D. E. 
Peavy. While the company al- 
lows each agent to use two weeks 
a year for vacation, yet most of 
the leaders of the Consecutive 
Weekly Production Club, prob- 
ably from force of habit, have 
business lined up for the weeks 
they are gone. 











W. H. Kingsley, senior vice-president 
of the Penn Mutual, was in Chicago for 
a day this week, stopping on his return 
from a western tour, 
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CATO THE ELDER 








ATO THE ELDER was remarkable for his auster- 


ity of life and manners. 


In the realm of literature he was the first writer of prose 
history of Rome to use his native tongue. 


A constructive statesman of rare ability and a brilliant 
orator, he looms out as one of Rome's greatest patriots. 


Seeing signs of a revival of the commercial and mari- 
time strength of Carthage, Cato was largely responsible 


for the Third Punic War which wiped Carthage off the 





face of the earth. His famous cry with which he con- 
cluded every speech in the Senate 
be destroyed!” has come thundering down the ages 
as a dramatic example of the power of repetition 
of attack on a basic idea. 


—Carthage must 
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Working Out Farm | 
Loans Gradually 


Life Companies Are Not All De- | 
spondent Over the | 


Foreclosures " 


BECOME EXPERT FARMERS 


Investment Men Have Full Faith in the 
Future of the Agricultural 
Sections 


While probably most life companies 
having farm loans have not yet reached 
the point where resales of farms equal 
the increase in foreclosures, most com- 
panies are feeling very hopeful as to 
the situation. There is a distinct trend 
back to the land, and companies find 
that there is much more of a demand 
for farms than formerly. While money 
is scarce, the tendency to put what 
money there is held in rural -districts 
into farms instead of in banks or in- 
vestments, is noticeable. Of course 
most farm ‘sales are still made on a 
small down payment of 10 or 20 per- 
cent. 

One large company reports that its 
“bad loans’ are now pretty well “washed 
out,” and more farms are taken over on 
foreclosures where there is a high sound 
value behind the mortgage. 

Becoming Expert Farm Managers 


Another development is that the com- 
panies are becoming expert farm man- 
agers and are more experienced in the 
business both of servicing their loans 
and in selling farms. Of course few 
companies are making new farm loans 
so that there is much more expense in 
connection with farm loans than for- 
merly, for the reason that the farm loan 
agent was formerly maintained on his 
commissions from new loans. This 
source is now cut off, so that the com- 
panies have to maintain their farm loan 
correspondents and agents as a direct 
expense. However, the company re- 
ferred to estimates that it can fully serv- 
ice the foreclosed farms and also those 
that have been resold on contract for 
less than one-half of 1 percent so that 
practically speaking a farm mortgage 
put out at 6 percent is still on a 5} 
percent basis. Another encouraging 
feature is that most companies made 
their farm mortgages on the amortiza- 
tion basis and after the farmer has 
made a few payments on his mortgage 
even at the present deflated values there 
is plenty of security behind the loan. 
The soundness of the amortized mort- 
gage idea is thoroughly borne out by 
the results. 


Special Sales Campaizgus 

The big sales of farms take place in 
the spring and the fall, before and after 
the crop has been put in and harvested. 
Most of the companies have developed 
a selling organization and some of them 
make “drives” for the sales of farms 
just as the production departments do 
for the sale of insurance. In one recent 
such drive, one company sold 156 farms. 

The farm mortgage situation is very 
much the same as that in regular busi- 
ness. There was an over-expansion in 
borrowing money. First, the federal 
farm loan banks came along and com- 





Supervisor, 35, now employed, desires similar 
connection with aggressive life insurance 
company in southern Ohio. Purpose for 
change due solely to having reached limit of 
advancement. Looking for greater oppor- 
tunity. Can prove sales, agency building and 
supervisory ability by past record. Character 
and references highest grade. Correspond- 





























billion 
in payments 


That's the amount life 
insurance companies paid 
the American public last 
year. 


Details of this tremendous 
amount of “Life Insurance 
in Action” comes to you 
the latter part of this 
month in the Life Pay- 
ments Localized number of 
The National Underwriter. 


) keep up your production you need 

this big number to show your pros- 
pects how life insurance functioned one 
hundred per cent during one of the 
greatest economic depressions of his- 
tory, and while other businesses fell 
short. 


Prospects will show more personal and 
human interest in the Life Payments 
Localized issue than in any other sell- 
ing aid you have. The number shows 
the individual claims for 1931, listed by 
states and cities. It shows the total for 
town and city in the United 
Who in your city isn’t inter- 
The Life 
makes an 


impressive soliciting aid and shows those 


every 
States. 
ested in the claims paid there? 
Payments Localized number 
who are hard to convince the great 
value of life insurance and what it ac 
tually does. When you thumb through 
the pages of this great number, pointing 
out the high spots to your prospect, you 
are showing him the best evidence in 
the world that life insurance pays and 
pays well. 
SUBSCRIBERS 

will receive free a copy of the Life Pay 
ments Localized number with their sub 
scription but each life insurance office 
will wish an extra copy for every agent 
connected with it, so that he may make 
it a part of his sales kit. Send in your 


order now. 


Prices for Extra Copies 

1- 49 copies—75c each 
50- 99 copies—50c each 
100-199 copies—45c each 
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Chicago, IIl. 


Enclosed find my check for $—— for which pleas 
send me - copies of your 1932 Life Payments 


Localized Number 


Name 


Address 








ence invited. Address W-54, The National 








Underwriter. 


























~ 
lL 
te 


mm LTTE 


TN 


ease 


ents 








July 1, 1932 





peted with the regular investors, offer- 
ing money to farmers at low rates, and 
these low rates cfused the farmer to 
speculate in buying stock, equipment 
and additional land. When the big de- 
pression came he found that he had 
over-reached himself. The country 
banks, also, which found they could 
borrow money from the federal reserve 
at 4 percent and reinvest it in farm 
mortgages at 6 or 7 percent, did all they 
could to get the farmer to borrow more 
money. 


High Pressure Sales Work 


High pressure salesmen for all sorts 
of things which the farmer thought he 
needed went out to the country and 
loaded up the farmer with radios, ma- 
chinery, electric light plants and what 
not and it was also easy for the farmer 
to jump into his flivver, go to town, and 
buy things which he could easily get 
along without. Now the farmer is back 
on the land, with his feet on the ground. 
One investment manager who recently 
made a tour of the west and southwest 
reports that the farmers are in an opti- 
mistic state of mind, are working hard, 
and realize that after all the farm fur- 
nishes a pretty good home and a means 
of livelihood. In the days before the 
depression the farmer felt he was a back 
number, that his more’ enterprising 
neighbors were leaving the farm and 
going to the city to get jobs at large 
wages. Now these same people would 
like to be back again on the land and 
this makes the farmer who stayed on 
the job feel better about having stuck 
to farm life. 

Has Faith in Farm Loans 


Asked whether in his opinion his 
company would continue to make in- 
vestments in farm loans after the pres- 
ent depression is over and the situation 
worked out, he replied that in his opin- 
ion his company would always major 
in farm loans and that these are among 
the very best forms of investment for a 
life company. Whereas some companies 
with large city loans in renewing these 
loans have felt that it was better to take 
a lower rate of interest than to take in 
the property, the farm loan companies 
do not reduce interest on renewals as 
they feel it would set a bad example. 
They are, however, more lenient than 
formerly in allowing the original owner 
to stay on the land when they feel that 
he is the real man to run the farm and 
they are not as arbitrary in foreclosing, 
except where it seems impossible that 
the farmer can work his way out. One 
difficulty met with is in some of the 
country banks which have made loans 
on notes for seed, stock, equipment, 
etc., and arbitrarily sell out the equip- 
ment, stock, etc., given as security for 
the note, thus leaving the farmer help- 
less to go on with his work. In such 
cases there is nothing for the life com- 
pany holding the underlying mortgage 
to do but foreclose and put on a man 
who has sufficient capital to run the 
farm 


Few Life Issues 
at Chicago Meet 
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reached the age of 49 and had received 
the LL. degree from his alma 
mater. 

Commissioner G. D. Riley, the new 
State official from Mississippi, was in- 
troduced as was Auditor Talbott and 
two members of the Virginia corpora- 
tion commission. 

At the final meeting of the executive 
committee, a committee of three’ was 
appointed to arrange the program for 
the annual meeting at Dallas. Members 
of the committee are President Livings- 
ae Commissioner Boney of North 


Carolina, who is chairman of the execu- 
tive committee of the commissioners, 
and Commissioner Read of Oklahoma, 
who is secretary of the convention 





LIFE 


Hearing on Charges Against 
Commissioner in Minnesota 


ST. PAUL, June 30.—When the hear- 
ing opened Monday on charges filed 
against Commissioner Garfield W. 
Brown, there was a temporary hitch in 
the proceedings when the commissioner 
declined to take the witness stand and 
testify against himself. He contended 
this was not the proper procedure; that 
the charges against him should be estab- 
lished at the hearing and that he then 
should have an opportunity to defend 
himself. 

The charges were filed a few weeks 
ago by Z. H. Austin, former president 
of the North American Life & Casualty. 
The hearing is being conducted by P. 
C. Reynolds, referee for the industrial 
commission. His findings will be pre- 
sented to Governor Olson for such ac- 
tion as the governor may see fit to take. 

Commissioner Brown is acting as his 
own attorney in the hearing. He later 
agreed to take the stand to expedite the 
hearing but declined to answer ques- 
tions put to him by attorneys for Aus- 
tin. The latter then took the stand and 
denied that his action in filing charges 
against Mr. Brown was due to “hatred” 
of the department for action it had pre- 
viously taken against him and his com- 
pany. 


Fischer Sene ‘Uadiewsen 
Must Get Down to Bed Rock 


(CONTINUED FROM PAGE 3) 


The business practices committee has 
had 83 cases submitted to it in the 
year, of which 80 have been disposed of 
and only five involved association mem- 
bers. The committee has vigorously 
prosecuted any one violating the asso- 
ciation’s principles, he said, and will 
continue to do so. 

Cc iL. U. 


The C. L. U. chapter under its presi- 
dent, Stewart Cushman, succeeded in 
i ie 60 students prepare for the 

L. U. course and 58 took the exam- 
oly Mr. Patterson said that P. B. 
Hobbs, agency manager Equitable of 
New York and chairman membership 
committee, and Walt Tower. who is 
managing director of the association, are 
principally responsible for the member- 
ship record. 

Mr. Patterson said the strength of 
any organization depends on cooperation 
of members and its financial condition. 
He said never in the history of life in- 
surance has it occupied so high a place 
in the regard of the American people 
as today, and also never was the asso- 
ciation needed more. “Collectively we 
are a power,” he said; “individually we 
would be helpless.” 

Mr. Hastie in a brief address stated 
that the new administration will uphold 
ideals and sponsor and observe proper 
ethics. 


Chapter Is Strong 


Russell Byers Was Present 


The regular meeting of the Farm 
Mortgage Conference was held in New 
York June 22. For the first time a rep- 
resentative of the farm loaning com- 
panies in the American Life Convention 
was present, in the person of Russell 
$yers, chairman of its financial section. 
He is vice-president of the American 
Central Life. The June number of the 
American Bankers Association journal 
contains an interesting article on the 
farm mortgage situation by A. Cloyd 
Gill, entitled “Fourteen Insurance Com- 
panies Operate Ten Million Acres of 


Land.” 
Mrs. Pritchard in Seattle 


Mrs. W. S. Pritchard, director of 
women’s club work for the National As- 
sociation of Life Underwriters, was the 
luncheon guest at the June meeting of 
the Life Insurance Managers’ Associa- 
tion of Seattle. 
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will save a high 
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% A mere decision to service policyholders who are 
in trouble will not solve the problem. « Zhe machinery must 
be set up—must be put im motion—must be kept in motion._« Every 
life insurance company today is losing business already on its 
books—simply because it hasn't the machinery necessary to 
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Sample of Destructive Competition 


THESE are the days when destructive and 
malignant forms of competition are doing 
Here is just 
One 


life insurance untold damage. 
a sample of the methods employed. 
of the weekly insurance papers carried a 
about the reduction in dividends of 
NORTHWESTERN NATIONAL LIFE of 
The body of the story was 
correct in every aspect. Through one of 
those unfortunate mistakes that happen in 
the best regulated newspaper families the 
paper’s caption read, “Northwestern Mu- 
tual Reduces Dividends.” It so happened 
that a NORTHWESTERN MUTUAL agent and 
one representing a sterling New England 


story 
the 
Minneapolis. 


company were soliciting the same prospect. 
The prospect was leaning toward the 
NORTHWESTERN Mutuat. The competitor 
rushed to him with the weekly paper 
showing him only the head line. He 
adroitly would not permit the body of the 
article to be read. The competitor said, 
“There you see what the NorTHWESTERN 
MUTUAL is doing and this agent has not 
told you anything about it.” Fortunately 
in this particular case the prospect took it 
up in a critical way with the Nort WEst- 
ERN MUTUAL agent, who found the paper, 
let the man read the story and the New 
Englander was discredited. 


Was a Modest Executive 


THe death of President Van Dyke of 
the NorrHWESTERN Mutua at the ripe 
age of 75 years brings to mind some of the 
striking characteristics of this modest and 
hard working executive. Never seeking the 
limelight and not known as well personally 
outside the ranks of his own company as 
some of the other executives of great com- 
panies, Mr. VAN Dyke nevertheless ranked 
with the best minds in life insurance both 
as an executive and a student of business. 
Mr. VAN Dyke was a graduate of Prince- 
ton University and was very proud of his 
alma mater. 

MILLARD MACK, 
Northwestern at 


general agent of the 
Cincinnati, that 
some years ago there was a vacancy in the 
board of trustees and Mr. VAN Dyke was 
delegated to find someone, if possible from 
Cincinnati, where the company has a large 
fill the vacancy. He visited 
Cincinnati and looked number of 
likely candidates but decided that none of 
the names submitted was of a big enough 
man to be a trustee cf the NoRTHWESTERN. 
Mr. Mack asked him ii he had considered 
the name of Ws.L1AM Cooper Procter, 
president of the Procter & GAMBLE Com- 


recalls 


business, to 
over a 


probably now recognized as Cincin- 
Mr. Procter had 


PANY, 
nati’s leading citizen. 


also been prominent in the affairs of 
PRINCETON UNIversity, having given 
$500,000 for the graduate school. “Just the 


man,” Mr. Van Dyke, and Mr. 
Procter was forthwith Due to 
the fact that the Wisconsin law requires 
that 24 or two-thirds of the 36 trustees 
must be residents of Wisconsin, there were 
orly a few places to be distributed outside 


said 
elected. 


the state and it was desired that only men 
of the highest reputation and standing be 
selected. 

Mr. Van Dyke was a fine judge of men 
looked for character as the 
first requisite. In his administration of the 
NORTHWESTERN he injected a_ spirit of 
broadmindedness and fair dealing and thus 
which the man- 
had always en- 

The high trust 


and always 


enhanced the reputation 
agement of the company 
joyed for those qualities. 
of a mutual life company has always been 
regarded and lived up to by the trustees 
of the NoRTHWESTERN and it today stands 
forth as a shining example of high grade 
management, working harmoniously  to- 
gether for the interest of the company as 





a whole. The NorTHWESTERN is con- 
ducted on an independent policy, it does 
not, for instance, belong to the various as- 
sociations, and yet it always cooperates in 
When most of the 
and 


stood 


every good movement. 
other’ companies adopted permanent 
total disability the NorTHWESTERN 
out firmly against it and no doubt has 
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deal of 
money, although it may lost some 
business through not responding to the 
popular demand. 

The trustees of the NorTHWESTEKN may 
be depended upon to give the comapny a 
new president of the same high standing 
and character as that of Mr. Van Dyke, 


saved its policyholders a good 
have 








PERSONAL SIDE OF BUSINESS 





Alex J. Groesbeck, president of the 
Michigan Life of Detroit and three times 
governor of Michigan, has been pre- 
sented with 15,000 signatures urging him 
to become a candidate for governor on 
the Republican ticket. He refused to 
say whether he would become a candi- 
date. 


John L. Clarke, general agent for the 
Missouri State Life at Smithfield, Va., 
has recently completed 28 years of serv- 


ice with the company. In point of 
service his is one of the senior agencies 
of the company. 


Mrs. G. W. Jeffrey, wife of the for- 
mer secretary of the American Secur- 
ity Life of Birmingham, who is now 
connected with the Protective Life of 
that city, died a few days ago. 

An impressive memorial service was 
held in Indiarapolis June 19 by friends 
and relatives of the late E. E. Flickinger, 
who was formerly general agent for the 
John Hancock Mutual Life in Indiana. 
Funeral services for Dr. Flickinger were 
held in Beverly Hills, May 25. The 
memorial service was held in the First 
Church United Brethren in Christ so 
that his old friends could attend. D. 
W. Flickinger, his son, succeeded him 
in the general agency. 

Clayton M. Lerd, 49, Chippewa Falls, 
Wis., died at a hospital there after an 
illness of several years. Following the 
death of his father, the late C. C. Lord, 
he succeeded him in the insurance busi- 
ness and for several years prior to the 
time his health failed him, he was agency 
manager for the Bankers Life. 

Walker B. Freeman, veteran general 
agent at Richmond, Va., for the New 
York Life, was a conspicuous figure at 
the recent annual reunion of Wnited 
Confederate Veterans held in that city. 
On a vacation at Virginia Beach, he 
flew to Richmond to attend the gather- 
ing of the “old vets,” getting a big thrill 
out of the trip despite his 89 years. He 
is a former commander-in-chief of the 
organization and is now an honorary 
life president. 


Ernest J. Clark of Baltimore, state 
agent of the John Hancock Mutual Life, 
has been elected president of the criminal 
justice commission for his fourth consecu- 
tive term. Mr. Clark is one of the charter 
members of the commission and has 
been connected with it since its incep- 
tion in 1922. He is president of the 
American College of Life Underwriters 
and formerly was president of the Na- 
tional Association of Life Underwriters. 

M. N. Hatcher, senior member of the 
Hatcher Brothers agency, Fargo, N. D., 
who is leaving for Los Angeles and will 
become general agent there for the 
Northwestern National Life, was hon- 
ored at a banquet in Fargo of agents 
and executives of the Great-West Life, 
which he has represented there for 25 
years. C. C. Ferguson, general man- 
ager, paid a high tribute to Mr. Hatcher. 
Other executives in attendance were F. 
D. McCharles, assistant manager and 
actuary; M. H. Bingeman, agency sec- 
retary, and G, C. Cummings, supervisor 
of field service. 

Business men of Fargo staged a fare- 


well dinner and reception for Mr. Hatch ! 


June 29. Ray D. Warner of the Warner 
Insurance Agency and R. A. Trubey, 





state agent of Guardian Life, were in 
charge. He was also the honor guest at 
a dinner Monday in Fargo of the North 
Dakota Life Underwriters Association. 
Speakers were three of the older mem- 
bers of the association, long associated 
with Mr. Hatcher, A. W. Crary, P. W. 
Satory and John Risk. 

his tenth anniver- 
sary as New Jersey manager of the 
Missouri State Life, Ernest D. Finch 
was presented with a handsome Glad- 
stone bag by his office force. He also 
received a number of floral offerings 
from his agency staff and from his many 
friends in the life insurance field. Mr. 
Finch has just retired as president of 
the Life Underwriters Association of 
northern New Jersey. 


In recognition of 


Rafael de les Reyes, 66, founder of 
the Acme Life, New Orleans industrial 
company and its president for 36 years, 
is dead after a short illness. Mr. de los 
Reyes was a native of Havana, but 
had been a resident of New Orleans for 
45 years. 


Arthur E. Linnell, first deputy insur- 
ance commissioner of Massachusetts, 
will retire on his 70th birthday, July 11, 
in aecordance with the state retirement 
law. He has served the insurance de- 
partment 31 years, and is the oldest 
insurance department official in the 
country in point of service. Commis- 
sioner George S. Merrill appointed Mr. 
Linnell a clerk in 1892 and four years 
later he became chief clerk. Before 
becoming deputy he served as chief ex- 
aminer. Mr. Linnell served under six 
Democratic and 11 Republican adminis- 
trations, and for a short time following 
the resignation of Commissioner Monk, 
was acting commissiener. Mr. Linnell 
has been active in the National Conven- 
tion of Insurance Commissioners, serv- 
ing on the eommittee on blanks for 14 
years. 

S. H. Beckett, deputy insurance com- 
missioner of California, celebrated his 
25th anniversary with the department 
June 24. He was the recipient of nu- 
merous congratulatory messages and 
gifts from the insurance fraternity all 
over California. Mr. Beckett is “pub- 
lic relations” man for the department 
and is well known throughout the coun- 
try. Before joining the insurance de- 
partment he served five terms in the 
state legislature. 

J. D. Peake, manager at Richmond 
for the Life & Casualty of Tennessee, 
who was recently nominated for Con- 
gress on the Republican ticket, has with- 
drawn from the race, giving the pressure 
of private business and his inability to 
devote the requisite time to campaigning 
as the reasons for his withdrawal. Mr. 
Peake made an unsuccessful race for the 
same office several years ago. 


Griffin M. Lovelace, vice-president 
New York Life, was in Des Moines last 
week to attend a school for agents 0! 
the midwest division, with 75 in atten- 
dance. New business written by the 
midwest division in 1931, he said, was 
higher than in 1929. 


J. B. Reynolds, president Kansas City 
Life, was figured in the rotogravure 
section of some of the Sunday papers 
due largely to the fact that a statuette 
of his champion harness horse, “Kinney 
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Direct,” made by A. B. Lorenzani, an 
Italian sculptor, was shown. The bronz@® 
will be exhibited at the Kansas City Art 
Institute. 

F. W. Stuart, assistant secretary of 
the National Life of Des Moines, is in 
a hospital there recovering from a com- 
pound fracture of the right leg and a 
dislocated ankle, suffered while playing 
golf. He was injured when he slipped 
while driving. 


Dr. Charles E. Albright, Milwaukee, 
nationally known Northwestern Mutual 
Life producer, and Mrs. Albright have 
returned from the east with their son 
David, where they had attended the lat- 
ter's commencement exercises at Yale. 

The western department of the New 
York Life honored the 65th birthday 
of A. S. Elford of Seattle, inspector of 


agencies for the Pacific northwest, in- 
cluding Alaska, by turning in 403 appli- 
cations for $1,093,097 of new life insur- 
ance the first two weeks in June. It 
also marked 42 years of service for Mr. 
Elford with the New York Life 

Wood Arnold, vice-president and 
superintendent of agencies of the Kan- 
sas City Life, and Mrs. Arnold will 
leave July 16 for Europe, where they 
will travel for two months. 


Walter H. Jurgensen, president of the 
Western Union Life of Nebraska, has 
so far recovered from a recent operation 
for throat trouble that he has been dis 
charged from the hospital. 


G. S. Van Schaick, superintendent of 
the New York department, is in Chi 
cago attending the national Democratic 
convention as one of the delegates from 
the Empire state. 











NEWS OF THE COMPANIES 





Agency Expansion Program 


Pilot Life Announces Plans for Further- 
ing Its Interests by Electing 
Alderman Secretary 


An agency exparsion ‘program is be- 
ing carried forward by the Pilot Life, 
which has appointed 12 additional gen- 
eral agents in the last three months. 

Election of W. W. Alderman as secre- 
tary of the Pilot has been angounced, 
this action relieving C. C. Wimbish, 
formerly secretary, of heavy routine 
duties in order that he may give his 
entire time to those of agency manager. 
Mr. Alderman, formerly assistant sec- 
retarv, has been chief underwriter for 
many years, and these duties he will 
continue to perform. He has served 
with Pilot continuously since 1916, with 
the exception of two years’ overseas war 
service with the U. S. marine corps. 

The pr&gress of the Pilot Life under 
the leadersh¥p of President C. W. Gold 
has revolved around agency-minded ac- 
tivities that have liberalized numerous 
policy contracts, and added new fea- 
tures, among them being the preferred 
protection policy, 20 pay endowment at 
65, and the increase of the age limit on 
ive year term to age 60. 

The Pilot Life showed a gain in sur- 
plus in 1931, which was safeguarded by 
action of the directors in reducing divi- 
dends on the new scale by 3344 per- 
cent, which was a smaller cut than was 
shown by the average life company of 
the country. 

rhe lapse record is holding up well, 
having been reduced for 1931 by 20 per- 
cent from the farmer year, and being 
less this year than for the correspond- 
ing period of 1931. 


Ask Indiana Equitable Receiver 


\ judgment creditor of the Indiana 
Equitable Life of Indianapolis, a small 
company operating locally on an assess- 
ment basis, filed suit in Marion county 
superior court for a receiver and the 
entered a plea in abatement. 
C. C. Wysong was made receiver. The 
company was organized in 1921 and has 
done a very limited business. Its li- 
cense to write new business was re- 
voked by the Indiana department about 
4 month ago, pending an adjustment of 
certain conditions in its financial state- 
ment, 


Company 


Opens New Department 


Me ce-president J. A. Stevenson of the 
Penn Mutual announces establishment 
ot a pensions and salary savings depart- 
ment, with Graham French as manager, 
assisted by B. A. Brooks. Mr. French 
's a Harvard graduate who entered life 


ager of the group and pensions depart- 
ment of the Sun Life in the eastern 
United States. Last year he jormed the 
J. A. Stevenson agency of the Penn 
Mutual! as special agent in salary sav 
tngs work. Mr. Brooks joined the Penn 
Mutual in 1897 as a member of the ac- 
tuarial department, and until 1922 for 
many vears had charge of calculation 
of rates and values. He was appointed 
in 1922 assistant superintendent of the 
home effice agency, now managed by 
Mr. Stevenson’s agency. 


Conservative Life’s Record 


The Conservative Life of South Bend, 
Ind., shows a gain of paid for insurance 
for the first five months 51 percent over 


1931, 42.2 percent over 1930, 7.1 per 
cent over 1919. The company states 
that it has $1,154 in assets for each 


$1,000 legal reserve liability. This com 
pany writes ordinary and monthly pay- 
ment life insurance. 


Aetna Life’s Action 
Directors of the Aetna Life omitted 
dividend action on the stock, President 


Brainard explaining this was to con 
serve resources. He stated disturbed se 
curity eonditions make it imperative 


that resources be maintained at a point 
which will insure the company’s ability 
to discharge all obligations in future as 
it has in the past. The quarterly divi 
dend heretofore has been 30 cents a 
share. 





Bankers of Nebraska Results 


President Howard S. Wilson of the 
Bankers Life of Nebraska reports that 
the May anniversary drive produced $2 
200,000. This fell a trifle short of the 
goal fixed, but most of the units turned 
in their quota or a trifle more. Mr. Wil 
son says 80 percent of the company’s 
business is now coming from the cities 
and the small towns, where five years 
rural sales were preponderant 


Western & Southern Life 


On page 84 of the 1932 Unique Man- 
ual-Digest there is an unfortunate typo- 
eraphical error. Insurance in force for 
the Western & Southern Life should be 
shown as $765,540,996, but the figure 
“7” has been dropped off, giving a total 
$700,000,000 less than it 


ago 





should he 


Preferred Life Assurance Growth 


The Preferred Life Assurance, Mont- 
gomery, Ala., has had a steady increase 
in business since it was organized three 
years ago and now has $8,142,000 busi- 
ness in force, according to S. H. Long- 
shore, general manager. The company 





Pane in 1922 with the Equitable at 
hiladelphia. Later he was district man- 


has recently moved into its new home, 
costing about $65,000. It now operates 
in Alabama, Mississippi and Georgia. 
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Z . nasil 
FORTY YEARS 


of Unfailing 
Service 


The Missouri State Life is 
rounding out its 40th year of 
unceasing and unfailing serv- 
ice to policyholders and field 
men. During all of these forty 
years the Company has met 
every policy contract obliga- 
tion promptly and fully, and 
as a guarantee of safety to 
those who have entrusted or 
may entrust their future life 
insurance estates with it, the 
Company has 
Admitted Assets totalling 
more than 


$155,000,000.00 
















\ “Jp * 
Nes rian, 
CE 


one wea 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


As Everlasting as the Hills 





Home Office, St. Louis 





14 


THE NATIONAL 


UNDERWRITER 


July 1, 1932 














HOME OFFICE 
NORTH AMERICAN 
BLDG. 


CHICAGO 
e 


Prospective Agents 
interested in our 
contract should 
write direct to the 
Agency Dept. at 


the above address. 








| E. S. Ashbrook 


, President 












Twenty-five years of continuous service and un- 
questioned strength for agents and policyholders 





FOUND—a cure for depression 
by the North American field force. 
It is WORK—WORK—WORK. 


THE RESULT—a 20% increase in 


business so far in 1932 over 1931. 


Do you want to WORK for a company 
that will WORK with you? 











Paul McNamera 
Vice-President 


John H. McNamare 
Founder 














he Road Ahead 


The success ahead of a life insurance 


salesman 
things— 


|. Himself 

2. His field 

3. His policy contracts 
4. His contract 

5. His company 


All of these are equally important. If all are 
good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 


tract, with 





Home (fice 


JEFFERSON STANDARD 


depends upon five definite 


the right Company. 


@ For information address: 
il. R. Perkins, Agency Manager 


INSURANCE COMPANY 


JULIAN PRICE, President 
Greensboro, North Caroline 


LIFE 








AMONG COMPANY MEN 








Promote Thomas and Schafer 





John Hancock Assigns Associate Actu- 
ary and St. Louis Office Manager to 
Home Office Agency Work 





The John Hancock has promoted 
Associate Actuary E. M. Thomas to 
assist in general control and direction 
of general agency work, assuming the 
additional burdens thus created without 
change of designation. 


H. G. Schafer, who has been office 
manager at the St. Louis’ general 
agency, has been appointed general 


agency supervisor and now is at the 
home office working with Mr. Thomas. 

Mr. Thomas has been with the home 
office for 22 years. He has a fine back- 
ground of scientific attainment, coupled 
with a knowledge of principles involved 
in general agency work and the condi- 
tions of the business as a whole. 

Mr. Schafer has had more than 20 
years’ successful field experience and 
has been 25 years with the John Han- 
cock. 


Moore in Charge of Agencies 


Earle M. Moore, formerly agency 
manager in Kansas City for the Na- 
tional Reserve Life, has been placed in 
charge of all agencies of the company 
outside Kansas. 


Rules on Annuity Contract 


COLUMBUS, O., June 30.—Attor- 
ney-General Bettman has ruled that a 
company selling an annuity contract 
which has many of the characteristics 


of an annuity contract as ordinarily sold 
by insurance companies, though not an 
insurance contract, is a bond investment 
company, within the meaning of Sec- 
tion 697 of the Ohio General code. The 
question was raised in connection with 
the Fidel'ty Investment Association of 
West Virginia. 








| Joining Bankers 











BEN WILLIAMS 


sen Williams, formerly -of Dallas, 
Fort Worth and Galveston, Tex., be- 
comcs a member of the Bankers Life 
of Iowa home office staff and will be 
associated with the advertising depart- 
ment. 

Mr. Williams is a graduate of Baylor 
University, Waco, Texas. He enrolled 
as a graduate student in the Wharton 
school of finance of the University of 
Pennsylvania, where he has completed, 
in one year, a two-year course of gradu- 
ate study. 

Life insurance advertising was se- 
lected by Mr. Williams as the subject 
matter for his master’s thesis. Material 
gathered for this thesis formed the basis 


for a recent address by Mr. Williams 
before the Ben Franklin Club of Phila- 
delphia. 








LIFE AGENCY CHANGES 





Olmstead Is General Agent 


Penn Mutual Elevates C. L. U. Man in 
Patterson Agency of Chicago 
to Detroit Post 


R. E. Olmstead has been appointed 
general agent of the Penn Mutual in 
Detroit, filling the vacancy caused by 
the death of G. T.. Bahl recently. Since 
February, 1929, Mr. Olmstead has been 
a member of the A. E. Patterson gen- 
eral agency of the Penn Mutual in Chi- 
cago, first as unit manager, in which 
capacity he had $2,084,000 paid produc- 
tion in 1930, and since Jan. 1 as agency 
supervisor. He was a 1921 graduate of 
the Wharton School of Finance and 
Commerce of the University of Penn- 
sylvania. 

Goes to Chicage 


e 

His first employment was in _ the 
credit department of the Farmers’ Loan 
& Trust Co., of New York. In March, 
1923, he joined the Patterson agency in 
New York, serving a year as personal 
producer and then as unit manager. In 
1925 Mr. Patterson removed to Chi- 
cago, and Mr. Olmstead remained in 
New York in personal production. On 
Mr. Patterson's return to New York 
as general agent, Mr. Olmstead re- 
joined him, and returned with him to 
Chicago when Mr. Patterson again 
went to that city as a general agent of 
the Penn Mutual. Mr. Olmstead holds 
the C. L. U. designation. 





M. N. Hatcher to Los Angeles 


Weil Known Fargo Life General Agent 
Starts New Agency for North- 
western National 





formerly of the 
Hatcher Bros. agency, Fargo, N. D 
has been appointed general agent at 
Los Angeles for the Northwestern Na- 
tional Life of Minneapolis. This new 
connection will give the company, al- 
ready represented in Los Angeles by 
H. D. Leslie, two strong units operat- 
ing in the Los Angeles metropolitan 
area. 


M. N. 


Hatcher, 


Represented Great-West 


For the past 23 years Mr. Hatcher 
with his two brothers, has represented 
the Great-West Life at Fargo, and in 
that time has built up one of the larg 
est general agencies in the state with 
more than $20,000,000 in force. Mr 
Hatcher is moving to California for 
the benefit of his wife’s health. Inas- 
much as the Great-West does not op- 
erate in that state, he sought another 
connection. His two brothers will con- 
tinue to operate the Hatcher Bros 
agency for the Great-West Life at 
Fargo. 

D. Leslie has earned a reputation 
as an authority on pension cases. His 
agency, now in its tenth year, has more 
than $13,000,000 of insurance in force 
and recently moved into more adequate 
quarters in the Associated Realty build- 
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ing made necessary by the ageucy’s 


xrowth. 


E. E. Radford 


The United States Life of New York 
has been licensed in Oklahoma. Ernest 
E. Radford has been appointed general 
agent. 


Guy L. Foster 


Following the death of General Agent 
C. E. Merritt of the John Hancock at 
Manchester, N. H., Guy L. Foster has 
been appointed successor. Mr. Foster 
has served the John Hancock in various 
capacities including a period at the home 
office and later as general agent at 
Kansas City. He became associate 
general agent at Manchester in 1924. 


Insurance Audit Survey Corporation 


The Insurance Audit Survey Corpora- 
tion, which is operated in St. Louis, by 
Hoffman, Son & Co., one of the oldest 
and largest general insurance agencies 
there, has been appointed general agent 
of the Continental Assurance of Chi- 
cago. R. A. Hoffman, senior member of 
the agency, is one of the real veterans 
of the business there, having started 
nearly a half century ago with the Trav- 
elers and having represented the Fidel- 
ity & Casualty as general agent continu- 
ously for 42 years. He was one of the 
earliest accident and health specialists 
in this country. The agency is now 


LIFE INSURANCE EDITION 


& H. 


specializing in non-cancellable A. 
and life insurance. 
John L. Lind 

The Ohio State Life has appointed 
John L. Lind as manager at Peoria, IIL, 
with office in the Peoria Life building. 
Mr. Lind will have charge of central 
and southern Illinois. He was formerly 
with the Great Lakes of Chicago as state 
agent. 





Life Agency Notes 











The Brooklyn National Life has 
pointed F. C. Sickels as its general agent 
in Rochester, N. Y., and E. G. Schaefer 
as manager of the life department of 
the G. R. Ohlin agency in Buffalo 

H. F. Suthers has been appointed gen- 
eral agent for the Mutual Life of New 
York in a large territory centering in 
Lockport, N. Y., under W. Merle Smith, 
Buffalo manager. 

The Edward A. Woods Company, Pitts- 
burgh, general agent of the Equitable 
Life of New York, has transferred L. EB. 
Smith, Jr., from Erie to Altoona, Pa., as 


ap- 


district manager. Mr. Smith has been 
field assistant at Erie since 1930 
W. G. Heppert, Jr. has been ap- 


pointed superintendent of the Prudential 


at Green Bay, Wis. He started in Mil- 
waukee No. 2 as an agent, then was 
made assistant superintendent and spe- 





cial assistant in 1930. 








LIFE COMPANY 


CONVENTIONS 





Sales Seminars Are Popular 





Feature in Connecticut Mutual Conven- 
tion in Which Agents Alone Par- 
ticipated Proved Helpful 





\ convention where everyone is on 
the program! Such was the effect cre- 
ated by the Connecticut Mutual Life 
at its White Sulphur Springs gathering, 
when it ran a series of six sales semi- 
nars for agents attending. This inno- 
vation was first used two years ago at 
regional conferences at West Baden, 
Estes Park and Portsmouth and proved 
so popular that the feature was again 
included in the convention program this 
year. | 

Yielding to repeated requests, more 
time was allowed this year for the 
seminars, which, with the exception of 
a general meeting lasting about three- 
quarters of an hour, consumed the en- 
tire morning of the second day. 


Seminars for Agents 


It is interesting to note, that at the 
seminars this year no home office men 
or general agents were present. These 
seminars were “of the agents, for the 
agents and by the agents.” This meant 
tree discussion of all points and was an 
important factor in making the group 
meetings so successful. Six separate 
seminars were held, concurrently. New 
agents met in Groups I and II under 
F. R. Dowsley of the Black agency, 
Philadelphia, and P. C. Kaul of Wichita, 
as “field chairmen.” Experienced 
agents met with J. H. Collison, Jr., of 
Baltimore, and with Howard C. Shaw 
ot Springfield. C. D. Allen of the Fohr 





Agency in Chicago and G. G. Gottlieb 
ot the Fraser Agency, New York, each 
conducted a seminar for “metropolitan 
agents.”” 





Advance Preparation Made 


Each agent was carefully assigned in 
advance to a definite group seminar, 
and was furnished with a topical out- 
line ot 19 suggested topics for discus- 
sion. These came under three head- 
ings of general sales problems, conser- 
vation angles and selling under present 
day conditions. Believing that readers 
may be interested in working out an- 
Swers to these questions, THe NATIONAL 
UNbERWRITER prints in full the list of per- 


tinent questigns on today’s selling prob- 
lems: 

Which appeal do 
today—protection or 


better 
Why? 


you feel is 
investment? 


How do you go about finding prospects 
who can pay? 
Have you ever written out the exact 


“sales talk” you use in asking for leads? 
If so, give the talk in a few words. 

How do you answer the objection: 
“I've just had a cut in salary”? 

How do you answer the objection: “I 
may have a pay cut and will not take 
on any new commitments until I am 
surer of the future”? 

How do you answer 
“I'm putting away all 
the market”? 


the objection: 
surplus cash into 


Question on Conservation 


Where do you think conservation 
really begins? 

Does it pay you to prevent a lapse 
or effect a reinstatement where you 


have no commission interest? 

How often do you pay a friendly or 
“service” call to your policyholders? 

Do you deliver the first dividend card 
in person? Why? 

What method of premium payment has 
the best effect on conservation? Why? 
What attempts do you make to secure 
premium payments on this basis? 

What are four distinct factors you 
should bring to the attention of a policy- 
holder who asks for a loan? 

What follow-up do you use on a pol- 
icyholder who has borrowed? 


Do you attempt in all cases possible 
to secure prepayment? Do you think it 
pays? 


Approaching Prospects 


What devices do you use to make it 
easier to approach your prospects? 

Have you ever found a method of 
prospecting better than the endless 
chain? If so, what is it and why is it 
better? 

Why does it pay to keep records? 
Name three weaknesses records may re- 
veal. 

What three methods of study do you 
use continually to make you a better 
life insurance salesman? 

Should a salesman strive for the 
c. L. U.? Name three reasons why. 

Indication of the popularity of these 
seminars is shown by the fact that 


many of the groups did not break up 
until well after lunch, and by numerous 
requests that these be included in the 
programs of all future conventions. 


J. L. Kelly Installed 


ST. LOUIS, June 30.—John L. Kelly, 





® Ship of State! 


Thou, too, sail on, O Ship of State! $ 
Sail on, O Union, strong and great. 
Humanity, with all its fears, 

With all its hopes of future years, 

Is hanging breathless on thy fate. 

We know what master laid thy keel, 
What workmen wrought thy ribs of steel, 
Who made each mast and sail and rope, 
What anvils rang, what hammers beat, 
In what a forge and what a heat 

Were shaped the anchors of thy hope. 


Fear not each sudden sound and shock, 
*Tis of the wave, and not the rock; 

*Tis but the flapping of the sail, 

And not a rent made by the gale. 

In spite of rock and tempest roar, 

In spite of false lights on the shore, 

Sail on, nor fear to breast the seas, 

Our hearts, our hopes, are all with thee, 
Our hearts, our hopes, our prayers, our tears, 
Our faith, triumphant o’er our fears, 
Are all with thee, are all with thee! 


ce 


July4,1776 - = = - 
fn 


July 4, 1932 


Penn Murua Lire INsuRANCE ComMPpANy 
WM. A. LAW, President 


Independence Square Philadelphia 











St. Louis manager Continental Life of 





Stewardship 


f lw Mutua Benerir is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely in- 
creased. Neither war, nor plague nor panic has 
prevented the performance of its contracts. And 
in that constancy there is confidence that mem- 
bers of the Company will continue to find safety 
in Mutual Benefit protection. New policies being 
issued daily are contractual obligations and will 
further demonstrate the unchanging character 
of Mutual Benefit security the first law of 
a life insurance company is security. 


The MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, New Jersey 
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Firm Footing 


The man who used to say he could invest 
to better advantage than by purchasing 
life insurance is today buying life insur- 
ance, or planning to buy it as soon as 


possible. 


More people recognize and desire the 
firm financial footing afforded by life in- 
surance than ever before. The emer- 
gency value and the financial integrity of 
life insurance have been demonstrated. 
A more active, discriminating, insurance- 
wise, and nation-wide interest in life in- 
surance is increasingly evident; and as 
time passes the well-informed agent, of- 
fering modern policies issued by a sound 
and conservative company, will be among 
the new leaders of financial progress. 


The Franklin 
Life Insurance 
Company 


Springfield, Illinois 























Bermuda in August 


A Convention trip to Bermuda this August 
is the reward offered for outstanding pro- 
duction before August first. 


General Agents find our Convention trips 
iy of great help in building new organization. 


We have a few General Agency openings in 
the Middle West. Can you qualify? 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 























— 





Missouri, was formalky inducted into 
office as president of the Clic Club at 
its silver anniversary convention here 
this week. Bigler, Jr., Provo, 
Utah, is first vice-president; Roy C. 
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3oyce, Salt Lake City, second vice- 
president; C. J. Klitgaard, San Fran- 
cisco, third vice-president, and Dr. J. 
C. Johnson, Cedar Rapids, Ia., fourth 
vice-president. 








AS SEEN FROM CHICAGO 





MUST USE ATTORNEY GENERAL 


The Illinois supreme court has 
affirmed the decision of the first district 
appellate court in the case of the State 
vs. Marquette National Fire of Chicago, 
the issue being over the employment of 
special attorneys in the liquidation of 
insurance companies. It was contended 
in the prosecution of this case that the 
attorney general’s office alone should 
appear in such cases and that outside 
legal expenses were unwarranted, The 
supreme court in this decision lays down 
a rule which requires the attorney gen- 
eral to appear in all such cases. The 
superior court at Chicago, April 29, 1927, 
found the Marquette National insolvent. 
H. U. Bailey was then director of trade 
and commerce and he was ordered to 
liquidate the company. E. J. Hennessy, 
Chicago attorney, was employed as 
counsel. The issue arose over payment 
of fees to him. The lower court held 
that his employment was illegal. 

The court said in its opinion: “The 
policy of the law for liquidation or disso- 
lution of companies was _ radically 
changed by the act of 1925 and the ad- 
ministration of the affairs of defunct 
and delinquent companies became in- 
vested in an executive officer of the 
state rather than in a receiver appointed 
by the court.” The court declared that 
under the law of 1925, the liquidation of 
an insolvent insurance company becomes 
a departmental act and the director of 
trade and commerce as liquidator func- 
tions as a public officer and not as a 
judicial officer. Therefore, being a state 
official he must look to the attorney gen- 
eral to perform such legai services as 
may be required. 

* x * 
WANT OFFICES BIVORCED 


The insurance committee of the IlIli- 
nois chamber of commerce held its 
luncheon conference in Chicago Tues- 
day presided over by Joha H. Camlin 
of Rockford, chairman. President Frank 
P. Lavin of the Insurance Brokers As- 
sociation and S. E. Moisant of Kanka- 
kee, Ill., secretary ef the Illinois Asso- 





ciation of Insurance Agents, who is also 
a member of the insurance committee of 
the chamber of commerce, represented 
the special committee from the Illinois 
Insurance Federation. Other members 
of the committee present were Vice- 
President Henry Abels, Franklin Life of 
Springfield; Secretary Chase M. Smith, 
Retailers Mutual Fire; Manager W. N. 
Achenbach, Aetna Fire; C. M. Cart- 
wright, THe NaATtIonNAL UNDERWRITER; J. 
R. Wilson, Marsh & McLennan; Exec- 
utive Vice-President O. G. Ferris of the 
Illinois chamber; Secretary J. T. Meek 
of the insurance committee. Chairman 
Camlin gave a report of the activities 
of the committee along fire prevention, 
health conservation, accident prevention 
lines. 

Most of the time was spent with dis- 
cussing the resolution adopted by a sub- 
committee of the insurance committee 
and approved by the board of directors 
of the Illinois chamber, looking toward 
the divorcement of the Illinois state in- 
surance departmest from the depart- 
ment of trade and commerce and mak- 
ing the insurance departmegt a separate 
bureau on the same basis as other bu- 
reaus of the state. Len Small, Repub- 
lican candidate for governor, has come 
out squarely for the Illinois chamber of 
commerce program on this line and 
Henry Horner, Democratic candidate, 
has expressed sympathy with it but de- 
sires to investigate the subject further 
before giving definite committal. There 
was a very emphatic expression to the 
effect that politics should be eliminated 
as far as possible from the activities 
of the insurance department and more 
attention should be given to the protec- 
tion of policyholders. ‘The statement 
was made that a small number of com- 
panies skating on thin ice, most of them 
insolvent, are able through political in- 
fluence to continue their existence. The 
point was made that the IlKnois super- 
intendent should have supreme power 
to deal with all insurance subjects and 
be responsible only to the governor. The 
present Illinois officials are highly re- 
garded. 








IN THE SOUTH AND SOUTHWEST 





Virginia Field Club Elects 


J. R. C. Stephens of Wicomico Heads 
Mutual Life of New York Organ- 
ization in That State 








J. R. C. Stephens of Wicomico was 
elected president of the Virginia Field 
Club of the Mu- 
tual Life of New 
York at its an- 
nual meeting in 
Richmond. L.P. 
Cassell, Roan- 
oke, is v ic e- 
yresident and 
Ny. L. Riese 
Lynchburg, sec- 
retary-treasurer. 
Mr. Stephens is 
one of the lead- 
ing producers of 
the Richmond 
agency. Last 
year he qualified y, x, ¢, STEPHENS 
for the com- 
pany’s $250,000 Club and expects to 
turn the trick again this year. 

G. C. Outland, president the past year, 
offered three prizes. J. B. Hutcheson, 
Roanoke, won the first, for the agent 
representing the Big Club, having the 





largest amount of paid-for business and 
having a minimum of five different risks. 
The second, for the agent, not a mem- 
ber of the Big Club but a member of 
the field club convention, having the 
largest amount of paid-for business and 
having a minimum of five different risks, 
and third, for the agent, regardless o! 
classification, who paid for insurance 
on the greatest number of lives, were 
both won by C. F. Jenness of Rich- 
mond. 

Prizes offered by J. C. Stevenson 
agency organizer, were awarded as iol- 
lows: New agent having the largest 
amount of paid-for business, R. ! 
Reamy, Wicomico; new agent who paid 
for insurance on the largest number o 
lives, C. F. Jenness, Richmond. 

Jeff B. Marmon, former manager © 
the Memphis agency of the Mutual Life. 
retired a few years ago, who happene¢ 
to be in Virginia on a motor trip, made 
an inspirational talk. 


Discuss Company Problems 
at Southland Life Meeting 





DALLAS, June 30.—Problems of th 
life company, other than just selling lilt 





insurance, featured the discussions >! 
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company officials at the regional meet- 
ing of Southland Life agents in Dallas. 

President Harry L. Seay told the 100 
agents in attendance that the life in- 
surance agents can be a big factor in 
stopping harmiul remors concerning 
business institutions and hurtful talk 
about the depression. Paul V. Mont- 
gomery, vice-president and actuary, told 
why life insurance rates remain level 
during good times and bad, and J. T. 
Montgomery, medical director, pointed 
out the necessity of more caution in 
the selection of their risks. P. N. The- 
venet, vice-president and secretary, dis- 
cussed present-day trends in life insur- 
ance, including the move to make the 
suicide clause permanent. Col. W. E. 
Talbot, agency director, analyzed sales 
methods and urged the agents to stick 
to quotas. Lorry Jacobs spoke on ad- 
vertising and Robert Short, supervisor 
of agents, urged the agents to pick their 
prospects with caution and go after the 
good ones “hammer and tongs.” 





Oklahoma Southern Asks Damages 


OKLAHOMA CITY, June 30.—The 
Oklahoma Southern Life has filed suit 
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for $200,000 damages sei H. B. Car- 
son, E. J. Johnson, Maye Johnson and 
F. E. Rand, stockholders, alleging con- 
spiracy. It was alleged receivership 
aetions against the Oklahoma Southern 
were instituted in order to force trans- 
fers of stockholders to the Home State 
Life. 

Two district court receivership suits 
had been brought against the Oklahoma 
Southern Life to cause it embarrass- 
ment, the petition alleges. Hearing on 
one of the receivership actions is sched- 
uled for next week. The state insurance 
board has asked the attorney general to 
intervene and dismiss the receivership 
suit, Commissioner Read announced 
Saturday. He said the department finds 
the company solvent and without need 
for such action. The first suit of this 
character was dismissed for lack of jur- 
isdiction. 


Opens Fort Worth Office 


The Southern Old Line Life of Dal- 
las has opened a Fort Worth office at 
301 Dan Waggoner building. Clyde 
Williams, who has been in life insur- 





ance work in Fort Worth for 12 years, 
is manager. 








NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
» etc. Supplementing the 
igest” and “‘Little Gem,” Published Annually in May and March respectively. 


Se Literature, Rate Books 
PRICE, $5.00 and $2.00 respectively. 


“Unique Manual- 





Missouri State Revises Clause 





Six Months Disability Waiting Period 
Adopted—Benefit Reduced to $5— 


New Income Policy. 





- 


Revised disability rules and rates and 
a new retirement income policy are in- 
cluded in the Missouri State Life’s new 
rate book which will soon be issued. 

The revised income disability benefits 
are reduced from $10 to $5 per $1,000 
of insurance monthly with a six months 
waiting period, which was formerly only 
four months. Disability must occur be- 
fore age 55 to secure monthly income 
and before 60 to secure waiver of pre- 
mium. In endowment policies disability 
income payments cease at the end of the 
endowment period and will not continue 
for life as heretofore. On insurance 
with life income at age 60 or 65 plans 
disability benefits must be before age 55 
and not any time before the maturity 
date as heretofore. The new disability 
rates are effective on July 15. 


New Retirement Policy 


The new retirement income policy is 

available for ages 15 to 65 and is sold 
in annual premium units of $100 each, 
with a minimum premium of one-fourth 
aunit. The policy provides for a life 
income beginning at age 60 for women 
or age 65 for men, but the applicant 
has the option of selecting any other 
retirement age from 50 to 70 years. A 
cash refund annuity option is also avail- 
able. The amount of monthly income 
varies with the age at issue and the date 
selected for retirement. The death bene- 
ft consists of a return of the premiums 
(other than premiums for total and per- 
manent disability) or the cash value of 
the contract, which ever is greater. 
Cash surrender values are provided at 
the end of the first policy year and 
thereafter. The company will write to- 
tal and permanent disability waiver of 
Premium in connection with the annuity 
contract but no life income disability 
benefits will be granted. 
, The double indemnity provision has 
been liberalized in that cancellation of 
the double indemnity benefits is not re- 
Quired if the insured becomes totally 
and permanently disabled. 

Occupational classifications are re- 
vised in accordance with a combined 





Company investigation of recent exper- 


Mid-Continent’s New Plans 





Eliminates Disability Income, Except 
Partial Benefit; Brings Out Several 
Forms July 1 





A revised rate book has been issued 
by the Mid-Continent Life of Oklahome | 
City indicating changes in policies and 
effective 


rates, July 1. The company 
no longer will issue the disability in- 
come benefit, but continues premium 


waiver. The old partial disability benefit 
will be enlarged upon and the company 
will pay, as usual, one-fourth the face 
for loss of an eye, hard or foot and, 
in addition, one-half the face for loss of 
any two such members, without deduc- 
tion from face. On this dismemberment 
benefit $1 per $1,000 will be added to 
the rate. 

The new incontestable clause is two 
years, instead of one as heretofore. No 
restriction is in the war clause barring 
insured from engaging in military or 
naval service in time of war. 

The company has added a preferred 
20 payment policy, which with the pre- 
ferred risk ordinary life are to be writ- 
ten at low premium and with minimum 
reduced to $2,500 instead of $5,000 as 
heretofore. Endowments at 55 and 60 
have been added to the endowment at 65. 

In optional retirement insurance, in- 
stead of having rating scaling with age, 
the basis now is a minimum annual pre- 
mium of $50, the policy being issued to 
derive an income at age 65, but flexible 
so the insured may discontinue pre- 
miums at 55 or up and receive a fixed 
monthly income for life. To conform 
more closely to law, the 20 payment 
life will endow at age 85, as will the 
new ordinary life with continuous pre- 
mium. Automatic premium loans are 
provided. 

A salary savings plan has been insti- 
tuted, the minimum group being five 
employes out of a staff of at least ten. 
The company will write individual pol- 
icies on the monthly premium plan, pro- 








vided monthly premium is not less 
than $5. 
ience. Monthly income certain policies 


are discontinued as the same benefits 
provided are now available by utilizing 
Option 1 in all regular policies. Policy 


17 


EFFICIENCY 


Efficiency Is the Elimination 
of Wasted Effort 


Our policies increase your efficiency 

by saving time and effort—they 

meet the needs of desirable custom- 
ers and prospects. 


If you are interested in a permanent 
connection in Ohio or New York, it 
will pay you to investigate. 


JOHN M. HULL, 
President 


FRANK F. EHLEN, 
Director of Agencies 


BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 


Founded 1872 
452 Delaware Avenue 


Buffalo, N. Y. 








settlement options have been revised to 





ORGANIZE— 
‘“‘to get into working order’’ 





Present-day conditions demand 
that the underwriter who desires to 
maintain production at a satisfactory 
level, be properly organized. 


The Interview Schedule, Prospect 
Bureau and Organized Sales Pres- 
entations provided by the Company 
have helped Guardian producers to 
organize their sales machinery on a 
result-getting basis. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - - NEW YORK CITY 


























QUALIFICATIONS NECESSARY 


I WOULD LIKE TO 
HEAR FROM TEN GOOD 
SALESMEN, NOW PER- 
SONAL PRODUCERS, 
WHO BELIEVE THEY 
COULD QUALIFY AS 
DISTRICT MANAGERS. 


THE 











ie EE 
First Vice President 
and Agency Director 








1. Several years experience in selling 
2. Average yearly production $150,000. 
3. Ability to attract men. 

4. Ability to train men, 


THE BANKERS 
RESERVE LIFE COMPANY 


Omaha, Nebraska 





W. G. Preston, President 
J. R. Farney, First Vice President 
W. G. Preston, Jr., Vice President 


E. L. Dunn, Treasurer 


I. D. Wallington, Manager of Agencies 










Writing all standard forms of participat- 
ing and non-participating insurance con- 


tracts. Liberal and profitable contracts 
offered dependable men who desire 
success. 


COLUMBIA LIFE 


INSURANCE COMPANY 


R. L. Robison, Vice President 
R. R. Wagner, Secretary 
W. H. Harrison, Actuary 


Dependable 


S. M. Cross, President 


Cincinnati, Ohio 





NATIONAL 





UNDERWRITER 


permit settlement of proceeds over 10, 
15 or 20 year periods and life thereafter 
but the five year certain period is elimi- 
nated since it has rarely been utilized in 
the past. 





‘Has Balanced Premium Form 


Phoenix Mutual Now Issuing Unusual 
Life Policy in Which First 
Premium Is Net 


NEW YORK, June 30.—The Phoenix 
Mutual now is issuing what is called a 
balanced premium straight life contract 
whichin all respects is the same as a 
regular ordinary life policy based on 3% 
percent reserve basis, except first pre- 
mium has been reduced and subsequent 
premiums adjusted to compensate, so 
the first year premium will be equal to 
second year premium after dividend has 
been deducted. This gives in effect a 
first premium as low as if a dividend 
were apportioned immediately on taking 
the contract. 

The dividend schedule is the same as 
for the regular “S. S.” annual life pol- 
icies after July 1. Accumulated and 
accelerative estimates are also the same. 
Non-forfeiture values. such as_ cash, 
loan, extended or paidup insurance, are 
only slightly lower than the annual life 
policy. The contract is sold in $5,000 
minimum amounts. 

The unique premium feature is seen 
in the fact that at age 35 the first year 
premium is $20.83 and premiums for 
subsequent years, $23.23. but second 
year net is exactly $20.83, due to the 
fact that the first year’s dividend on the 
basis of July 1, 1932, schedule. is $2.40. 
It will be seen this makes premium pay- 
ments virtually level, as they are net 
from the moment of taking the policy, 
and other things being equal would de- 
crease somewhat over a period of years 
through application of dividends. 





Premium Schedule Given 


Premiums per $1,000 are: 





First Subse- First Subse- 
Age 7 quent Age g quent 
15 $14.24 +1 4 $28.41 
16 14.51 42 ; 29.45 
17 14.75 43 28.08 30.58 
18 15.09 44 29.30 31.77 
19 15.40 5 30.60 33.04 
20 15.73 46 31.96 34.38 
21 16.06 47 33.53 35.82 
22 16.42 48 34.99 37.36 
23 16.82 49 36.64 39.00 
24 17.21 50 38.42 40.75 
25 17.62 f1 40.30 42.60 
26 18.06 52 42.30 44.58 
27 18.52 3 44.46 46.70 
28 19.01 54 46.69 48.96 
29 19.52 55 49.09 51.37 
30 29.05 56 51.64 53.93 
31 20.62 57 54.39 56.69 
32 21.22 58 57.33 59.63 
33 21.85 59 60.49 62.77 
34 22.51 60 63.87 66.12 
35 23.23 61 67.32 69.74 
36 23.97 62 71.00 73.60 
37 24.76 63 74.96 77.74 
38 25.59 4 79.19 82.18 
39 26.48 65 83.73 86.94 
40 27.41 





Cash and loan values (beginning age 
20 a second year cash value is allowed) 
are: 








—————————End Year——————~ 
Age 3 5 0 20 30 
18 5.87 $ 18.79 $ 65.33 $160.03 $289.21 
20 7.35 21.36 70.99 173.31 311.27 
25 11.71 5 87.56 211.43 371.10 
30 17.21 108.20 257.02 436.05 
35 24.14 133.69 309.10 503.52 
40 =: 32.91 164.72 385.99 570.03 
4h 0 44.28 200.52 425.50 632.32 
502s 7.2 5 239.19 484.03 694.04 
55 té#T711.. 128.12 279.77 539.06 759.23 
60 86.5 152.46 320.28 596.94 829.78 
65 101.90 175.83 357.96 664.64 891.18 
Surrender Charge Increased 





State Mutual Sets Figure at $16 for 
Second Year, Decreasing $2 An- 
nually—Other Changes 


The State Mutual has changed its 
policy provisions regarding cash sur- 
render and loan values, calling for in- 
crease of surrender charge to $16 the 
second year per $1,000 insurance, which 
amount is decreased annually by $2 
‘thereafter. After payment of ten full 
years’ premiums, cash surrender and 
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loan value for each year is full reserve. 
Under the old provision, the second 
year surrender charge was $10 per 
$1,000; $5 third year, and $2.50 fourth 
year, and after fifth year full reserve 
was allowed. 

The table of guaranteed values here- 
after will be on the basis of $1,000 in- 
surance instead of face amount of pol- 
icy, and premiums will be based on 
$1,000 insurance, save that family in- 
come values and premiums will be on 
minimum of $5,000. 

The company also has changed its 
practice of apportioning dividends at 
the end of the first policy year, the new 
provision making allowance of the first 
dividend contingent on payment of sec- 
ond year’s premium, which if literally 
interpreted would require payment of 
full second year premium; but in actual 
practice the company will permit the 
first dividend to be used toward pay 
ment of the next quarterly, sem:-annua! 
or annual premium. 

“The present surrender charges ar¢ 
admittedly much smaller than they 
should be,” the company states, “and 
result in extreme liberality in favor of 
the policyholders who terminate their 
insurance during the first few years 
after its issuance. 

“It is presumed that policies of life 
insurance will continue for a number 
of years. They are not issued with the 
thought that the cash values will b 
taken in two or three years. When this 
is done the result is a financial loss t 
the continuing policyholders and th: 
company. The company believes the 
new surrender charges to be fair and 
favor the persisting policyholders rather 
than those who surrender within a few 
years after the issuance of the insur 
ance.” 

In explanation of the dividend action, 
it was stated, “It is a recognized fact 
that the first year’s dividend is not a 
tually earned although it has been the 
practice of a number of companies 
pay it regardless of the payment of th« 
second premium. Some companies 
have made it contingent upon the pay 
ment of the second premium. The new 
practice in this matter is liberal and 
fair to the whole groun of policyhold- 
ers.” 


Has Retirement Option Rider 
Acacia Mutual Now Including Seven 
Methods of Payment in All Lump 


Sum Endowments 


The Acacia Mutual has issued a sy 


cial retirement option rider, -which 1s 
now made a part of every lump su 
endowment policy. It has seven o- 


tions: 1. Immediate cash payment. 2 
Immediate life annuity. 3. Immediate 
life annuity with a minimum number o! 
payments guaranteed, the insured hav- 
ing right to elect amount due or any 
part thereof made payable to himisel! 
in 240, 180, 120 or 60 equal monthly 
installments, first payment being due 
when policy matures, payments con- 
tinuing during his lifetime; 4, immediate 
life annuity with refund. 

On the third option, any remaining 
guaranteed payments in case of a 
sured’s death are to be paid beneficiary, 
if living, or if not, the contingent bene- 
ficiary if one is named and _ living 
Otherwise, commuted value at 3% per 
cent compound interest goes in lum 
sum to estate. In case of beneficiary’ 


death before all guaranteed payments 
have been made, these will be cor 
tinued as they fall due to contingent 


beneficiary, if named and living at the 
time. 

A fifth option is a deferred retire 
ment income, the assured having right 
to elect to receive payments in equa 
monthly installments, first payment be 
ing due on any date named and com 
tinuing during assured’s lifetime. 

A sixth option is an immediate joint 
life and survivorship income, assureé 
having right to elect to have amount 
due paid in monthly installments t 
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president East Bay association, spoke, 
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himself and one beneficiary which he 
shall designate at time of election of 
this option, the designation being en- 
dorsed by company on the policy. 

In the seventh option the assured has 
the right to have payment made to him- 
self and beneficiary in any other man- 
ner mutually agreed upon, payment to 
be on basis of 3% percent interest com- 
pounded annually. Assured has right 
at any time before payments have been 
made in full to elect to have remaining 
payments made in annual, semi-annual 
or quarterly installments in lieu of 
monthly, as provided in the various op- 
tions, but otherwise neither insured nor 
beneficiary has the right to assign or 
commute payments. 

Assured also has right to elect to 


have payment of the proceeds when en- 


dowment matures made under one or 
more of the options, provided he noti- 
fies company which portion of proceeds 
he desires paid under each option se- 
lected, and provided the portion applied 
to each option is not less than $1,000, 
and the company is notified of the se- 
ection at least three months prior to 
maturity of policy. The contract is 
participating. 


Four-Year Policies Issued 


Pian Detroit Life Is Pursuing in Tak- 
ing Over Mississippi Valley Life 
Business 


The Detroit Life in taking over from 
the receivers of the Mississippi Valley 
Life the old business of the Western 
Life of Chicago, the Peoples Life of 
Chicago and the Universal Life of St. 
Louis, which had been assumed by the 
Mississippi Valley, issued a four-year 
term policy to each policyholder. In 
lune the Detroit Life accepted requests 
for reinstatement from those _policy- 
holders without evidence of insura- 
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vantage of taking the Detroit Life 


| policy is that.the company will pursue 
| policyholders’ claims against the re- 


ceiver and distribute whatever money 
is found available. The-four year term 
policies can be renewed up to age 66. 
The term policy premium is fixed at 
the attained age regardless of the kind 
of policy the assured had in his old 
company. The policy can be converted 
into any policy issued by the Detroit 
Life except the preferred risk or family 
income without disability or additional 
accidental death without medical ex- 
amination. 


Penn Mutual 


The Penn Mutual is issuing a new con- 
tract, the “family annuity bond,” which 
is practically a joint survivorship an- 
nuity purchased on the instalment plait 
It is like the familiar retirement income 
policy, premiums being paid until the 
husband reaches 65, when the life income 
starts However, if the husband should 
die before the wife, either before or after 
age 65, the same income will be paid to 
her as long as she lives. If the wife 
should die before the husband reaches 
65, there is a small lump sum death 
benefit payable to another beneficiary in 
case of the husband's death before age 65 


Woodmen of the World 


At the quadrennial head camp session 
in Portland, Ore., the Woodmen of the 
World of Denver adopted additional 
forms of certificates to meet modern in- 


surarce needs more fully. A double in- 
demnity clause to protect members up 
to 60 years of age was adopted as a 
rider for present and future certificate 
holders, while provisions were made to 
extend certificate privileges to members 


having occupations previously excluded 


Great Republic Life 


The Great Republic Life has an- 
nounced it will discontinus writing 
monthly income total and permanent 
disability benefits July 1 Until other- 


wise notified, the company will con- 





PROTECTION 





SOMETHING NEW tnar JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 
regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 
Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 
We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 


dividends will amount to 50% within a few years, based on actual 
experience past five years. 


Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana: and Missouri 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 





’ Y . : A tinue the regular waiver of premium 2 - . 
bility. After that it will require evi- | benefit on men only. This benefit will Ten East Pearson Street : ° Chicago 
dence to reinstate. The principal ad- | not be issued for women 








NEWS OF LIFE 


ASSOCIATIONS 





Big San Francisco Drive On 


Expect to Double Roll Before National 
Convention—Only Members Can 
Attend Session 


SAN FRANCISCO, June 30.—Fol- 
lowing the announcement by the San 
Francisco and East Bay (Oak!and) Life 
Underwriters Associations that only 
those who are members in good stand- 
ing of these organizations will be per- 
mtted to register from San Francisco 
and Oakland for attendance at the na- 
tonal convention here Aug. 15-19, de- 
termined efforts to at least double last 
year’s membership figures are being 
made by both associations. It is ex- 
pected that a number of other local bod- 
les throughout California, at least, will 
follow suit. Sacramento adopted the 
plan at a meeting last week at which | 
President Ben F. Shapro, San Francisco | 
association, and N. F. Clendenen, vice- 


urging attendance at the National con- 
vention and outlining the steps already 
taken by the local groups. President 
Shapro and his cohorts have not re- 
sorted to artificial methods to stimulate 
membership but have presented the 
value of association work. Excellent re- 
Sults have been achieved. 


Thomas A. Cox, president of the East 
bay Life Underwriters Association and 
all other officers of the organization will 
remain in office until Oct. 27, as the 
'esult of action taken at the annual 
meeting of the association, when it was 
voted to suspend the constitution so that 
the election could be postponed in line 
with the proposed constitutional changes 
to be made by the National association 





in August. Other officers who will con- 
tinue to serve with Mr. Cox are: E. L. 
Durel! and N. F. Clendenen, vice-presi- 
dents; L. G. Campbell, National asso- 
ciation committeeman, and Ben F. Ed- 
wards, secretary-treasurer. Executive 
committeemen are Mr. Clendenen, E. F. 
Hein, E. T. Engle, G. E. Archambeault, 
A. L. Littlejohn, E. R. Paxton, R. E. 
Lancaster, W. T. Rutherford, Val Flitt- 
ner, F. W. Siler, L. H. Brinkman and 
G. T. Loher, Jr. An increase in dues 
from $7.50 to $15 annually was also 
voted at the annual meeting. 
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Indianapolis Holds Election 





Crane of Northwestern Mutual Succeeds 
Meek as President—Urges Standing 
Together 


At the annual meeting of the Indian- 
apolis Association of Life Underwriters, 
E. A. Crane. general agent Northwest- 
ern Mutual was elected president, suc- 
ceeding P. G. Meek. Mr. Crane ex- 
pressed hope a life school could be 
launched in Indianapolis next fall, in 
which members would be _ instructors. 
He set a membership goal of 1,000 for 
next year. 

He urged the use of all possible in- 
fluence to check surrender of policies. 
This is a time to stand together, he de- 
clared. 

R. R. Jones, Aetna Life, was elected 
first vice-president; Martin Lammers, 
American Central, second  vice-presi- 
dent; H. F. Pash, National Life & Ac- 
cident, secretary, and D. E. McDonald, 
Life of Virginia, treasurer. 

Retiring President Meek was pre- 
sented a handsome electric clock, J. T 
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N UNUSUAL CONTRACT 


will be offered to 


N UNUSUAL MAN 


—will WORK 


—can organize 


is @ producer 


—is, of course, horest 
WHO —haes three years of experience —needs no drawing account or 


—needs no financing salary 
—is seeking opportunity —needs no office expense 


BUT WHO will accept Home Office help in the appointment 


of new Agents under him for whom he will not be responsible finan- 
cially and yet on whom he will receive overwriting Commissions as 
high as $4 per thousand and long time Renewals. 


THE COMPANY—is rated Hes over $135,000,000 in 
“A” by Best. Its rates for force. 
Insurance are extremely TERRITORY—The Company 
low. desires especially to de- 
: : velop Indiana, Illinois, 
{Age 35 Ordinary Life North Carolina and Texas. 
et Cost First year 
per thousand $17.85) ASSISTANCE—Experienced 
field men to help the man 
selected to build «4 real 
agency in which the Re. 
newals ere NON-FOR.- 
FEI ABLE. 


It writes all latest forms— 
Participating only—includ- 
ing en improved Family In- 
come form; also Juvenile. 


We want an UNUSUAL Man 


UNLESS you have no present connection, or you have 4 real reason for leaving 
your present connection and are not ot fault yourself, we are not interested 
Write fully about yourself 
interview. Write W-25, The National Underwriter. 


We will not communicate with references until afte: 
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Traylor making the presentation. There | secretary, c. J. Zimmerman, Connecticut 
was musical entertainment and as a] Mutual Life; treasurer, John Binns, p= 
: special feature “Boa-Contact-Or” was Northwestern Mutual. 
Clarence Le Ayres Claris Adams ‘istributed, a pe ‘al edition of thé asso In addition to the officers, the execu- 
distributed, a spectal e Ssso- |... - . : 
‘. “ H ee > 4 . “nr -~ ile : tive committee is now composed of A. W. 
President Execute Vice-President ciations organ Contact,” filled w.th Olson, Massachusetts Mutuai; Seward — 
wise-cracking references to various Seharff, Travelers; A. F. Gillis, Provi- G 
members. dent Mutual, and W. H. Kee, Mutual 1 
x * * Life of New York. 
St. Louix—If life insurance agents will * * # Ac 
met back to the basic fundamentals of Oregon—C. C. Thompson of Seattle, 
life insurance selling, do some real | Vice-president of the National associa- 
ES A E ANA L TS prospecting, see enough real prospects | tion addressed the Oregon association 
] ] S ) S and make their sales appeal simple but | 4t its June meeting in Portland. Mem- 
e direct 1932 will be a good year yet,| bers were urged to attend the annual 
Vincent B. Coftin superintendent of | comvention of the National association I 
’ i . : _ 4 
agencies Connecticut Mutual Life, de- | in San Francisco. Pre 
HE AMERICAN LIFE INSUR- clared in his talk to the Life Under- n s* ¢ & nes 
ry : writers Association of St. Louis last Colerade—Curt A. Schroeder, Denver isi 
ANCE COMPANY maintains an week. general agent Northwestern Mutual ~~ 
ESTATES ANALYSIS DEPART- Touching on the necessity for life in- | Life, was elected president Colorado as- ri . 
ss fe “ surance protection he declared that a] S0ciation at the annual meeting. Other itl 
MENT which provides Agents with- real responsibility rests upon the life | Officers chosen were Paul Jolley, Den- wit 
ry eine surance agents today. “Mere infor- | Ver; N. L. Inman, Greeley, and W. G. son 
out cost a complete Analysis of their mation will not help in making sales — Colorado Springs, vice-presi- con 
rn r . , . - a lay I ents; George Quigley, Denver, secre- lal 
clients Estates. now. You must be salesmen today. : q na 
have no desire to discourage education; | tary-treasurer; Glen A. McTaggart, nel 
It also draws all necessary docu- you should have full knowledge of your Denver, chairman executive committee; con 
" P ° business and what you have to sell, | H. O. Smith, Denver, national executive won 
ments, including Trusts, Wills, Part- But We must get back to the old-fash- oe oe and Mrs. Marie B. ti 
. —_ ioned idea of protection, It is time to *arker, national executive committee- ner 
nership Agreements, Stock Elimina- return to the old basic ideals of this bus- | Woman. nd 
° ; ze ] ‘ © » * * 
ion A ements, etc. iness. The old fundamental of protec- " * 
tio gre ° tion. Protection for the prospect’s fam- _ oe ne At _the annual meeting : 
is i ily if he dies; protection for himself if] Of the Cincinnati association, Ralph I 
This Is only one feature of the he lives.” Robinson, Mutual Life of New York, C. said 
AMERICAN plan of complete co- The St. Louis association elected the A. Romer, Union Centr al, and C T. Wil- ness 
° following officers: President, James G. liams, Equitable of New York, were ing 
operation. Callahan, Metropolitan Life; first vice- elected trustees. H. 8. Coil, Mutual Ben- Re 
president A Arch Moores, National efit, was elected for a short term trustee per 
a A Ae ae Dr. J. W. Kirgan, Fidelity Mutual, was Peo 
Life of Vermont; second vice-president, een an ’ ~ at, , | 
Arthur Shugg, Aetna Life; directors, for | “ected state delegate. The election of - wg 
three-year terms, William Van Sickler, officers was postponed until June 30. the 
Massachusetts Mutual Life, and Strat- Water! 1 * Er Cn 4 a ale pros 
ford Lee Morton, Connecticut Mutual Reta —~ nevi ar—mrnent 4 Schaefer, Insu 
Life For two-year term, John J. Crow- Penn Mutual Life, was eiected president bett 
ley Pacific Mutual Life and Frank See of the Waterloo association at the an- — 
cTade io toad Life gy mee an Abner nual meeting, succeeding Ray Ll. Short, othe 
Fred F “S: le Miss: ri St: 7 ife ’| Other officers are Susan B. Lentz, first is tl 
res - Sale, Missouri State Lite, vice-president; John Peterson, second sales 
* * * vice-president; C. W. Kirkpatrick, secre- sales 
Norfolk, Va.—New officers of the Nor- | tary-treasurer; R. L. Short and Guy H ing 
folk association are: President, W. H.]| French, executive committeemen; Fred the 
Hudson, Connecticut General; secretary- | C. Repass, national committeeman, and 
treasurer, L. S. Sherrick, John Hancock | ©. H. Greeley, state representative. and 
DETROIT MICHIGAN Mutual; directors, Miss Edith Kilpatrick, * * 4 crag 
4 Provident Mutual; Joseph Nelson, Con-]_ Galesburg, 1ll.—At the annual meet cider 
necticut General; Robert Flickinger, At- | ing of the Galesburg association Harry vised 
lautic Life; Washington Taylor, Equita- Wisen was chosen president; Grant man) 
ble Life; Leonard Storey, Missouri State. Bullis, vice-president; Lloyd Shanklin, nates 
+ = 2 secretary-treasurer, and J. Lee McCon- . 
Pa = : nell, national executive committeemar out 
Austin, Tex.—Aubtey Hi. Frazer, _dis- Several members have been enrolled in pay 
66 99 trict manager of the Missouri State], ©, L. U. class. sente 
repare a es a S Life, has been elected president of the x *k & dent 
Austin association. Lansing, Mich.—W. E. J. Edwards are < 
x * : Massachusetts Mutual Life, was named 
A New Booklet —_ —— M1 
e Lox Angeles—In connection with the | President of the Lansing association at of th 
Los Angeles association's drive for new the annual meeting, succeeding Ralph A I 
txteen members, President R. A. Brown called | 5t°W. Mutual Benefit Life. Other officers s : 
- * ‘ a luncheon meeting of all managess and elected eset’ H. ( _ Brogan, Great-W ont — 
general agents who are not members Life, vice-president; L. J. Menery, Peoria the 
gg \ », | Life, secretary; S. B. Simmons, Massa- neith 
0 7 é of the organization to exnlain the work chusetts Mutual. treasurer: J. A. P 
3 of the local and National associations. ‘ ae Sees as oie See tine 
Mathes dere male be Georns @. Aves Mutual Benefit Life, national executive ot 
. . é a ‘re ade by) reorge Avars, : rented ~ er . no 
By A. M. Anperson—Author of “Selling Points Classified” national committeeman, former National qommnittosman; 7. El, Wisen, Rgultnbic Yame 
” ine A : ; Life of New York, and Mr. Stow, mem- 
association vice-president and chairman | )... of executive committee. Rev. N. A 
A collection of effective sales talks, each designed to meet of the legislative committee, and A. P. | yecune. East Lansing pastor per Atal 
and override one of the common excuses or “barriers” which Chipron, Equitable Life of New York,] the association on “The Survival of De- Cra 
the prospect puts up. “Prepared Sales Talks” anticipates chairman of the membership committee. | cency,” 
these “objections” and provides the agent with the right As : =a of the meeting ——— 30 ed ‘ 
. he . 2 ry cen o le managers presen applec tate 
e. » 
thing to say at the right tim for membership. All indications now are Di 
: » aeeori ; ri aes i rE Is 
? itt Gites tila tn en So surance man. “Prepaved Sales Telts” that the association will pass its goal Jefferson Standard 
Prepar Sa - : of 500 members by June 30 
pensive, practical, vest pocket size is, of course, especially valuable for - = a ane . . Z 
booklet. but it will do the work of the new agent. Companies and Man- » = Autogiro Service 
many larger and more pretentious agers can well afford to distribute Maine—In the frenzied stock market - 
books. The new agent can easily un- this booklet generously. speculation of 1929 lies the cause of the —_—— , Phe 
derstand it. And any agent who is Tue Sussects TrReEatep Are as FoLtows: current economic convulsion, but, para- A : the S 
x - = SUBJE CATE! : LOWS: , , efferson Standard Life 0- 
well prepared with something be Foes Opening Sales Talk. doxically, prosperity cannot return until giro — the first “- ht la —_ Craig 
tn be oe ny B- ee Family Income. Wall street so decrees by a revival of f its ki & —s year 
and should be more successful. Life Insurance as an Investment. speculation, declared Dr. S. & Huebner, of its kind ever attempted when then 
ANSWERS ALL USUAL puttnes ene Partnership Insurance. University of Pennsylvania, at the an- it came down in the Greensboro ine th 
“OBJECTIONS” A Visit of Toauhy Pear See nual sales congress of the Maine Life Memorial Staduim on the night of om : 
There are only 15 or 16 of these I Don't Need Any More Life Insur- Underwriters Asso tation at Prout’s June 15 to deliver applications se- entire 
common “objections” yet many agents, ance. Neck, attended by over 300. cured in a special drive for new to t] 
especially the newer ones, have diffi- I Will See What My Wife Says. Dr. W. B. Bailey, Travelers’ economist, business from the Philadelphia . the 
culty in keeping at their tongues end, I Am Unable to Pay for More Life spoke on “Life Insurance the Great : : “th the I, 
er . I “ este % o . “ Baltimore, Washington,  Rich- 
the messages that in a few sentences nsurance. : Stabilizer,” and T. M. Riehle, New York : agenc: 
will answer these stock “objections” I Have Too Many Other Obligations “teas Whenctte ~ rnin + Aedes a mond, and Winston-Salem, N. C. ad 
and open the way for a real interview. to Pay First. City, Equitable Life ot Now serk, as- branch offic A ph h a 
, I Am Able to Save My Own Money. cussed “Cardinal Principles.” =. photograp since 
ESPECIALLY GOOD FOR NEW I Have No Dependents, Vice-President H EK. North, Metro- taken shows Manager } T. paid 
= AGENTS I May Take Life Insurance Later. politan Life, talked on prospecting and O’Brien, Jr., handing the new pany 
inci it tn cian i itn tot : eee Se oe Gen Senay. the technique of closing, while C. C. Gil- new business from the Philadel- H r f 
16 definite talks answering all’ the ance ° . . man, National Life of Vermont general phia office to the plane’s pilot for highe 
° ave ; : rave ~ “pi , . . . . MMRNES 
usual “objections,” in a small handy Pin Money. ($1,000.00 policies as agent sm Boston, ae Pithy delivery to President Julian Price con 
booklet, is valuable to every life in- openers”). Points on Placing Policies.” R. B. Hull, in Greensboro, N. C spa 
managing director National association, : eee he 
Single Copy Price 50c was the closing speaker. The night landing and subse- Vorce 
Less in Quantities agg tag quent take-off in the restricted _ 
me Northern New Jersey—The executive area of the stadium is a genuine and 
Get An ‘*A pproval Copy Now, with Quantity Prices committee of the Northern New Jersey “first-edition, and because it was d tour 
association has elected these officers: sponsored by a life company as a agenc, 
President, C. E. Hooper, Massachusetts wind-up of f 7 } , 
k lati : me neigh a successful drive for vy i 
ce gua Book House The National ago ~ = Mutua 1 Lite; first vice-president, H. c. cuur Gites t-te of tate &® aos 
° ° incinnatt io - ance, genere anag n- i . ’ 
coln National Life; second vice-presi- the insurance field at large. Gordo 
dent, L. G. Rude, Mutual Benefit Life; H. 
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GENERAL AGENCY NEWS 














Grant Talks at Indianapolis ' 





Accident and Health Offers Great Possi- 
bilities with Revision of Life Dis- 
ability Clause 





President W. T. Grant and Vice- 
President J. H. Torrance of the Busi- 
ness Men’s Assurance, who have been 
visiting a number of the company’s of- 
fices in the middle states, were in In- 
dianapolis Monday and put in the day 
with F. W. Moller, state manager, and 
some 35 leading producers. The dis- 
continuance of disability benefits by 
many life companies and the curtail- 
ment of disability benefits by those who 
continue to include this with life insur- 
ance has greatly strengthened the po- 
sition of agents representing accident 
and health companies, Mr. Grant said. 


More Business Per Agent 


The Business Men’s Assurance, he 
said, is showing a good volume of busi- 
ness this year and especially encourag- 
ing is the fact that the amount written 
per agent is greater than last year. 
People are buying accident and health 
insurance and life insurance this year, 
the important thing being to select 
prospects who can pay the premium 
Insurance salesmen, he said, are much 
better off than are those in almost any 
other field, and especially encouraging 
is the outloek for accident and health 
salesmen. While the life insurance 
salesman has one of his strongest sell- 
ing appeals taken from him in loss of 
the disability provision, the accident 
and health man has even had his cov- 
erage broadened. Some of the new ac- 
cident and health policies have been re- 
vised to meet the curtailed incomes of 
many prospects, some frills being elimi- 
nated in return for a lower premium, 
but for those who are in a position to 
pay for full line of protection repre- 
sented by the most comprehensive acci- 
dent and health contracts such policies 
are still available. 

Mr. Torrance described the methods 
of the claim department. It is the rule 
to handle claims as promptly and ef- 
heiently as possible. He urged care in 
the selection of prospects so that 
neither the agent’s nor the company’s 
time be wasted on applications that can 
not be accepted. “Anybody can sell 
Yame ducks,’” he said. 





Craig Agency Wins Honors 





State Mutual’s Philadelphia Force Wins 
Distinction of Home Office Trip in 
Half Year 





The Philadelphia general agency of 
the State Mutual Life under Walter A. 
Craig, completed the first half of this 
ear with a volume of paid for greater 
an the entire amount produced dur- 
ing the calendar year 1931. The record 
Was considered so exceptional that the 
fntire agency force was accorded a trip 
to the home office. The agency showed 
the largest gain of all State Mutual 
agencies in the half year; the largest 
month, March, in the agency’s history 
‘ce organization in 1881; third largest 
paid for business among all the com- 
pany s agencies for the half year, and 
if five months this year it held the 
‘"ghest position ever held among the 
‘ompany’s agencies in paid for. 

The agency force was welcomed at 


Worcester by President Chandler Bul- 
~ and Vice-president Stephen Ire- 
land, 


; superintendent of agencies. After 
* tour of inspection and luncheon, an 
ssency meeting was held, presided over 
9 Mr. Ireland. President Bullock 
‘Poke, as well as Vice-president R. B. 

10rdon, I. T. Ring, general counsel: 
J Eteson, assistant superintendent 





Connecticut General 


in Philadelphia Grows 











F. G. PIERCE 


The fact that the F. G. Pierce agency 
of the Connecticut General at Phila- 
delphia is moving to new quarters in 
the Lincoln Liberty building recalls the 
fact that when Mr. Pierce was made 
manager in 1913, at the close of the year 
it had less than $2,000,000 insurance in 
force and at the close of last year it 
had $65,000,000 in force. Its accident 
and health premium income last year 
was over 31 times as great as in 1913. 
The total premium income last year was 
40 times. At the end of this year 21 
agents will have been associated with 
the agency for at least 10 years. 

Mr. Pierce has been very active in 
association work and was formerly sec- 
retary of the National Association of 
Life Underwriters. 


= =— = —= : . 


of agencies; D. G. Mix, manager of 
conservation, and Mr. Craig. 

After a golf tournament there was 
dinner, and the meeting closed with a 
movie of the 1932 State Mutual conven- 
tion held at Edgewater Park, Miss. 





Life Men on Commerce Tour 


The Detrait life insurance fraternity 
was represented on the 29th annual 
cruise of the Detroit board of commerce, 
by A. P. Ballou, manager Mutual Life 
of New York; Robert Bromfield, Cen- 
tral Agency; Abraham Cooper, president 
Cooper Agency; R. T. Flattery of the 
Pollak - Flattery Company, general 
agents Detroit Life; A. A. Higginson, 
State Mutual Life; A. P. Johnson, man- 
ager of the Detroit city agency Detroit 
Life, and R. C. Wilson of the Johnston 
& Clark general agency of the Mutual 
Benefit. 


Shows 215 Percent Gain 


The Detroit branch of the Bankers 
Life of Iowa under Manager L. W. 
Spickard wrote 215 percent more in- 
surance the first five months of this 
year than in the similar period of 1931. 
This record places the Detroit agency 
in second place. When Mr. Spickard 
took over the agency two years ago it 
ranked 15th. 


Agency Meeting at Quincy 


The west central Illinois general 
agency meeting of the Northwestern 
Mutual Life was held at Quincy, IIL, 
with 100 in attendance. R. O. Becker, 
Peoria, general agent; W. R. Chapman, 





assistant superintendent of agencies, 





TOP-NOTCHERS 


Who Have Achieved Success 
Through Consecutive Qualification in Our 


Bankers Life Salesmen 


Highest Honor Organization 





J. M. SWEENEY 
CHICAGO, ILLINOIS 


PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, lowa 




















LIVE LEADS 


Fidelity lead service provides a 
steady stream of live leads. The 
average policy written from these 
leads and the premium values are 
large. Returns from circularization 
on the Income for Life plan, orig- 
inated by Fidelity, are exceptionally 
high. 


Fidelity Agents Profit 


With an effective lead service and a complete kit of sales tools, 
Fidelity agents are profiting. Low Rate Life, Family Income, 
Disability, Accidental Death Benefits and a full line of annuity 
forms are included. They are backed by more than half a cen- 
tury of fair dealing. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Send for booklet 
“The Company Back of the 
Contract” 
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ACTUARIES | 

















CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 


114 Sansome Street 
SAN FRANCISCO 








ILLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 72398 
CHICAGO, ILL. 




















L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians ! 





a 











Be Charles Seitz, F.A. LA. 
CONSULTING ACTUARY 


Auther “A System and Accounting fer a Life 
— ae 


Legal Reserve, Fraternal ce Kecssoment Busineso— 
onsione 
Nerth La Salle Street 


228 
Phone Franklin 6558 Chieage 














INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Konsas City 




















HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














MISSOURI 
ALEXANDER C. GOOD 


Consulting Actuary 
615 Trust Co. Bidg., Jefferson City, 


an 
800 Security Building, Kansas City 


a 














NEW YORK 


MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
New York City 








500 Fifth Avenue 

















INH 
For INFORMATION 


ON ALL LIFE COMPANIES 


Statements, Policies, 

Rates, Dividends, Net 

Costs, Values and Gen- 
eral Information 


You Want The Unique Manual- 
Digest 
Published by The Na- 


tional Underwriter Co. 
Single Copy $5.00 
































and Dr. R. T. Gilchrist, assistant medi- 
cal director, were principal speakers. H. 
E. Hauter, district agent at Quincy, was 
in charge of the session. 


Agency Holds “Camp Meeting” 
The D, J. Cravens Nebraska agency 





of the Kansas City Life will hold a 
camp meeting July 5-7 at Glenwood, 
Minn. From the home office, J. 


Budinger, associate actuary; Dr: H. A. 


Baker, medical director, and Walter 
Cluff, educational director, will attend. 


Yates Agency Takes Lead 


In May, for the second time in five 
months, the J. W. Yates general agency 
of the Massachusetts Mutual Life in De- 
troit led all agencies of that company 
in production, turning in $1,500,000 of 
paid-for business. This agency had the 








same distinction in December, 1931. 








MANAGERS’ ASSOCIATION NEWS 





Merger of Detroit Groups Up 





Managers, Supervisors and Underwriters 
Associations Would Retain Identity 
But Have Executive Secretary 





The best interests of the life insur- 
ance business in Detroit can be served 
by an amalgamation of the Associated 

Life General Agents & Managers, the 
Life Underwriters Association and the 
Life Insurance Supervisors Association, 
Hugh E. Vande Walker, Michigan 
supervisor of the American Life and 
chairman of the newly appointed reor- 
ganization committee of the Managers 
association, told the members of the lat- 
ter organization at their June meeting. 


Wait Until Jan. 1 


It is not practicable to “. this 
amalgamation about until Jan. 1, 1933, 
Mr. Vande Walker stated, since that 
will be the end of the fiscal year of 
the underwriters association. The offi- 
cers of both of the other organizations 
have been contacted and have expressed 
themselves as favoring the amalgama- 
tion. Under the proposed plan each 
association will maintain its separate 
identity and hold its own meetings but 
one executive secretary will serve all of 
the organizations. In order to pave 
the way for the plan the members voted 
to change the fiscal year of the man- 
agers association so that it will end on 
Dec. 31 instead of March 31. 

Accepting notes on first year pre- 
miums was discussed. It was decided 
to hold a golf tournament in July or Au- 
gust as a means of keeping the associa- 
tion together during the summer when 
there will be no monthly meetings. 

At a directors meeting the dues of the 
Associated Life General Agents & Man- 
agers were boosted from $5 to $24 an- 
nually, since the former fee has proved 
insufficient to cover the necessary ex- 
penses. 


Tells of Better Business Bureau 


At the June meeting of the Life Man- 
agers Club of Los Angeles R. J. Bauer 
of the Better Business Bureau of Los 
Angeles told of the methods employed 
by his organization, with particular ref- 
erence to life insurance problems. This 
bureau cooperates actively with the Life 
Managers Club and the Life Underwrit- 
ers Association of Los Angeles. 

R. A. Brown, president of the life un- 
derwriters, outlined the drive to increase 
the membership to 500 or more. 

Verne Steward announced the course 
in life insurance law that is being given 
under his direction by the University 
of Southern California. 


Utah Managers Elect 


R. W. Anderson, Sun Life of Canada, 
was elected president of the Utah Life 
Managers Association at the annual 
meeting in Salt Lake City. He succeeds 

M. Jones, Business Men’s Assur- 


ance. 
F. W. Persons, Northwestern Mutual 
Life, is vice-president; J. T. Butler, 


Aetna Life, secretary-treasurer. The ex- 
ecutive committee includes W. A. Car- 
ter, Penn Mutual; W. M. Jones, retiring 
president; W. S. ‘Payne, Prudential, and 
C. R. Marcusen, president Pacific Na- 





tional Life. 











'Lebart San Francisco Head 





Elected by General Agents’ and Man- 
agers’ Association to Succeed 


Mooney As President 





SAN FRANCISCO, June 30.—Oscar 
C. Lebart, general agent New England 
Mutual, was elected president of the San 
Francisco general agents’ and managers’ 
association at the annual meeting, suc- 
ceeding Daniel E. Mooney. R. E. Orth, 
former secretary-treasurer and general 
agent of the Home Life, was elected 
vice-president, succeeding Mr. Lebart. 
R. G. Minty, manager Jefferson Stand- 
ard, was elected secretary-treasurer. 

Members of the executive committee 


are: D. E. Mooney, L. F. Rice, K. L. 
Brackett, M. L. Fairchild and W. J. 
Arnette. In his annual report Mr. 


Mooney laid particular stress upon suc- 
cess of the good practice committee 
under Chairman A. S. Holman, in keep- 
ing San Francisco practically free from 
scandal, twisting and other undesirable 
practices. 


Value Margin Is 
Important Item 





(CONTINUED FROM PAGE 1) 


number of lapses that would result from 
such a condition there would be noth- 
ing disquieting in its situation. Yet the 
public’ s reaction, when it finds that com- 
panies have large portions of their as- 
sets in policy loans, is usually one of 
uneasiness. 

The recent letter of Superintendent 
Van Schaick of New York to all com- 
panies, including life, warning them not 
to pay dividends on the basis of “con- 
vention” values which would not be jus- 
tified by market valuations, has been 
the subject of considerable speculation 
among life men as to just how far it 
Was meant to apply to life companies. 
The wording of the letter would seem 
to make it apply not to bonds but only 
to the stock holdings of life companies, 
since these are the only items in their 
portfolios subject to either market or 
“convention” values, under the New 
York law. 

Mortality of course will play its part 
in determining 1933 dividends, but while 
it is generally considered unfavorable, 
actuaries point out that this is only in 
comparison with the extremely good 
mortality of the years preceding 1929. 
In many cases mortality last year in 
spite of suicides and other deaths at- 
tributed to the depression, was consider- 
ably better than in 1920, for example, 
even though 1920 was not one of the 
“flu” epidemic years. 





Fraternal Gets Group Contract 


M. R. McLean, adjutant general of 
the Kansas National Guard, has an- 
nounced that the guard has signed a 
contract with the Ancient Order of 
United Workmen of Kansas for group 
insurance upon its 3,200 officers and 
men. The state does not pay any part 
of the premiums but acts as trustee for 
the officers and men, holding the mas- 
ter policy and providing the certificates 
for the members who purchase the in- 
surance. 
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if you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 


the 


Agency Contract 


as issued by 


Natjvnaly? 
(GS Insurance jan Jif 
Madison, Wisconsin 
Openings in Wisconsin, Min- 
nesota, Iowa and Ohio 


USE THIS COUPON! 


W. J. Wandrey, Agency Mgr. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 

I would like details of your square deal 
contract. 
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Questions Asked in Examination 
for Chartered Life Underwriter 
Degree by the American College 


The questions asked in the first three 
parts of the June examination for the 
Chartered Life Underwriter degree, cov- 
ering life insurance fundamentals, life 
insurance salesmanship and general edu- 
cation, were published in last week’s is- 
sue of THE NATIONAL UNDERWRITER. The 
two remaining parts are given here- 


with: 
PART 4 
Commercial and Insurance Law 
Note: The problems in this exami- 


nation are based upon actual court 
cases and are designed to test a candi- 
date’s knowledge of essential principles 
of commercial and insurance law. Em- 
phasis in grading will be placed upon 
the reasoning. 

1. What are the rights of creditors 
with regard to the life insurance policies 
of an insured who goes into bankruptcy? 

(a) When policies are payable to in- 
sured’s estate? 

(b) When policies are payable to in- 
sured’s dependents but the right to 
change the beneficiary is reserved? 

(c) When the policies are payable 
to the insured’s dependents but the 
right to change the beneficiary is not 
reserved? 

2. (a) What is a contract of guar- 
anty, and how does it differ from a con- 
tract of suretyship? 

(b) Austin and Blake were sureties 
for Collins on a bond for $1,000 to Day. 
Austin desired to be released from his 
liability. Day, thinking Blake sufficient 
security, gave Austin a deed of release 
from the bond. Collins failed to meet 
his obligation, and Day consults you 
about his rights against Blake. Decide 
and discuss. 


Effect of Partner's Death 


3. (a) Barnes, of the firm of Barnes, 
Chalmers and Dutton, dies intestate, 
and the firm, with the knowledge of the 
administrator of the decedent's estate, 
continues in business, using the firm 
name. Can Barnes’ estate be held for 
firm debts incurred after his death? Give 
reasons. 





(b) “A,” “B” and “C” entered into a 
written agreement to carry on business 
as a corporation, each contributing a 
certain amount of capital. They did 
business under a corporate name, but 
did not comply with any of the statutes 
respecting corporations. Could they be 
held liable as partners, or were they 
only liable to the extent of the capital 
contributed? Give reasons. 

4. Frank Brown by will leaves his 
entire estate to his only child for life 
with the remainder to such child's is- 
sue, if any, absolutely; if there is no 
such issue surviving the child, then to 
Frank Brown’s nephew or the issue of 
such nephew then surviving. Is this 
devise valid under the rule against per- 
petuities? Discuss. 

5. (a) Bond gave his note to Davis 
for $500 payable June 1, 1932. Davis, 
without Bond's consent, changed the 
note so as to make it payable July 1, 
1932. What is the effect, if any, of 
this alteration? Discuss. 

(b) Lawrence gave Norris a check for 
$150. On the same day Norris en- 
dorsed and delivered it to Peyton, who 
went directly to the bank on which the 
check was drawn, and had the bank 
certify it. The next day the bank failed. 
What are Peyton's rights against Law- 
rence, Norris and the bank? Discuss. 

6. (a) What is the difference between 
an agent and an independent contrac- 
tor? Give an illustration. 

(b) “X” employed “Y” as agent for 
one year on a salary, but died before 
the expiration of the year. Could “Y” 
act as agent after “X's” death? Dis- 
cuss. 

7. James Parker named his wife and 
two daughters as beneficiaries under a 
policy of life insurance, with the right 
to change the beneficiary reserved to 
him. The three beneficiaries named in 
the policy agreed in writing with the 
insured that, at his death, the insurance 
money to be received by them would be 
distributed by them to the creditors of 
the insured in the manner specified in 
the agreement, and that any surplus 
would be paid by them to the executor 





Compensation-- 


tacks of panic. 











The reason lies not in good tuck, not in vast profits, not in tricky 


Life insurance has survived, and will survive, because its cornerstone is scientific conservatism. 


tion, guesswork, grasping at the temporarily expedient have no place in its methods. 


liberately nullifies its evils. 


of the insured as an asset of his estate. 
The trust agreement was executed, and 
given into the possession of the insured, 
and at his death was found in his safe 
deposit box, executed in duplicate. 

After the death of the insured, the 
beneficiaries refused to abide by the 
terms of the agreement, contending that 
the trust agreement was not delivered, 
was supported by no consideration, and 
was not valid. The creditors contended 
that the declaration of trust was com- 
plete, and that it created an equitable 
estate in them. 

As between the creditors and the 
named beneficiaries, decide and discuss 
fully. 

Change of Beneficiary 

8. William Wright was the insured 
under a policy of life insurance, pay- 
able to his wife, reserving the right to 
change the beneficiary. The policy 
provided that no change should be ef- 
fective until endorsed on the policy. 


The insured and his wife were sep- 
arated, and on March 4, 1930, at in- 
sured’s request, his attorney wrote to 


the insurance company stating that the 
insured desired to name his mother as 
beneficiary. The insured had instructed 
his attorney to sign the necessary 
blanks in his behalf for change of bene- 
ficiary, but the attorney, being of the 
opinion that the insured himself should 
sign the blanks which were forwarded 
by the insurance company, held them in 
his office for that purpose. The insured 
was killed on March 9, 1930, without 
ever having signed the necessary blanks. 

The insured’s wife, the named bene- 
ficiary, instituted an action against the 
insured’s mother and the insurance 
company. The insurance company de- 
posited the proceeds into court, alleg- 
ing that the same were claimed by both 


the wife, as beneficiary, and the mother. 
From a judgment awarding the pro- 
ceeds to the insured’s mother, the in- 


sured’s widow appealed. 

Decide and discuss fully. 

9. Johnson possessed policies of life 
insurance in the amount of $60,000 
which were issued in Ohio, while the 
insured was a resident there. The in- 
sured and his wife, the beneficiary, later 
changed their residence from Ohio to 
Nebraska, where insured subsequently 
died. This suit was instituted by the 
insured’s administrator against the wi- 
dow to recover, for the benefit of in- 








sured’s creditors, such portion of the 


There is a reason why the institution of life insurance is triumphantly riding the waves of national financial distress. 


manipulations. 


axiomatic, se simple that the average mind passes over it by virtue of its very tendency to search for obscure causes, 


the wine of prosperity, are the inevitable dregs of depression—and in times of plenty it entrenches itself against the at- 
It survives the worst because it cherishes the best. 


Life insuranee is neither pessimist nor optimist—it is cold, calculating science that recognizes human frailty and de- 


It lies in something so 


Quick profits, specula- 
It realizes that, at the bottom of 


proceeds as were purchased by the an- 
nual premiums paid by the insured in ex- 
cess of $500 per annum in accordance 
with the laws of Nebraska at the time 
of the insured’s death. Under the laws 
of Ohio, premium payments not in fraud 
of creditors are wholly beyond the reach 
of creditors. Premium payments were 


not made in fraud of creditors. The 
premiums, after removal to Nebraska, 
were paid in Nebraska, although the 


contract proper was executed in Ohio. 

Decide and discuss. 

10. Suit on a note given by applicant 
to agent for the first year’s premium on 
a policy of life insurance. The applica- 
tion stipulated for certain features, in- 
cluding double indemnity. The com- 
pany refused to issue the policy upon 
the ground that applicant was over- 
weight, but issued another policy con- 
taining different stipulations and fea- 
tures to meet as nearly as possible the 
requirements of applicant. Applicant re- 
fused to accept the policy and agent 
finally left it with the applicant's wife, 
declining to accept its return. Appli- 
cant refused to pay the note on the 
ground that there was a failure of con- 
sideration. 

Decide and discuss. 

* * 
PART 5 
Finance 

(Answer nine questions.) 

1. It has frequently been maintained 
that the holding company device per- 
mits concentration of control over large 
capital accumulations with only a small 
capital investment on the part of the 
controlling interests. 

(a) What is a holding company? 

(b) Explain and illustrate how con- 
centrated control is attained by a hold- 
ing company. 

2. During the past decade investment 
trust securities have attained consider- 
able popularity with investors in the 
United States. 

(a) What is meant by an investment 
trust? 

(b) Distinguish between an_ invest- 
ment trust and a holding company. 

(c) What investment features, if any, 
are incorporated in investment trust se- 
curities? 

3. A corporation has a 
bond issue outstanding. 

(a) Into what other 
the bonds be converted? 


convertible 


securities may 


obvious, so 
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(b) What advantages can a corpora- 
tion derive from bond conversion? 

(c) What speculative features attach 
to convertible bonds? 

4. In recent years it was frequently 
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Average Cost GUARANTEED 
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ALL PREMIUMS 
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asserted that business corporations 
could continue their regular dividend 
payments on common stock outstanding 
even in years of depression, because of 
their large accumulated surpluses. 
Nevertheless a number of American 
business corporations have suspended 
cash dividends, although the accumu- 
lated surpluses shown on their financial 
statements are more than sufficient to 
continue regular dividends. 

(a) What reasons can you give why 
dividends are not continued out of cor- 
porate surpluses? 

(b) Do you consider such dividend 
suspension sound business finance? 
Reasons. 

5. The argument is often advanced 
that business revival is retarded because 
of the reluctance of commercial banks 
to extend credit. 

(a) What do 


you understand by 
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“credit” and what part does it play in 
business finance? 

(b) Why should commercial banks be 
reluctant to extend credit? 

6. A group of economists recently 
submitted a number of recommendations 
to President Hoover, intended to stim- 
ulate business revival, among which 
was the following: “We recommend 
that the Federal Reserve Banks syste- 
matically pursue open market opera- 
tions with the double aim of facilitating 
governmental financing and increasing 
the liquidity of the banking structure.” 

(a) What are Federal Reserve Banks 
and what are open market operations? 

(b) Show clearly how open market 
operations may be employed to carry 
out the two-fold aim suggested in the 
above recommendation. 

7. “If the land of the country is not 
good security, what is good security?” 
asks the author of a recently published 
book on promoting business stability. 

(a) What is your answer to this ques- 
tion? Give reasons for your point of 
view. 

(b) Set forth clearly what you con- 
sider good security behind an invest- 
ment. 

8. “The decline in commodity prices 
during the past two years will necessi- 





July 1, 1932 


tate the financial reorganization of a 
number of American industrial corpora- 
tions.” 

(a) Why should such reorganization 
be necessary? 

(b) Explain two 
may be achieved. 

(c) What are 
ganization and 
tained? 

9. Many economists maintain that the 
long time trend in interest rates on in- 
vestments during the next decade will 
be distinctly downward. 

(a) What are the factors affecting 
the long time interest rates on invest- 
ments? Explain fully. 

(b) Do you agree 
statement? Reasons. 

(c) If the long run interest rate wer: 
to decline what effect would it have on 
the market values of investment securi 
ties outstanding? 


ways in which it 


the 
how 


reor- 
at- 


purposes of 
may they be 


with the above 


10. Recently proposed banking legis 
lation (Glass Bill) contains provisions 
aimed at abolishing security affiliates 
(investment banks) of chartered banks 
(commercial banks). 

What reasons can you advance for 
advocating separation of the functions 
of commercial banks from those of in- 
vestment banks? 








Must Answer: “Why Should I Buy?” 








“There was never such an oppor- 
tunity to sell life insurance as today, 
but the trouble is we expect to find the 
same conditions as before the depres- 
sion and we don’t realize that what we 
have got to answer is the buyer’s ques- 
tions of ‘Why I should buy life insur- 
ance?’, ‘Why I should give you my 
money?’” said Vice-president Henry E. 
North, Metropolitan Life, in a talk to 
the Boston Life Underwriters Associa- 
tion last week. 

“Ninety percent of selling life insur- 
ance,” said the speaker, “is prospecting, 
5 percent is the approach, the inter- 
view and meeting objections, and 5 per- 
cent the close.” 

“This is a buyers’ market,” said Mr. 
North. “The prospect doesn’t want to 
be sold, so the underwriter must know 
what the buyer wants. The question 
you will have to meet is ‘Why’ he 
should buy and you must be prepared 
to answer that question before you meet 
the prospect. 

“Most important of all is prospect- 
ing. Few pay enough attention to it. 
But it follows the law of average all 
the time and if you succeed it will be 
because you recognize this law. Every 
man is not a prospect, contrary to the 
opinion of some. There is no chance 
at all to sell to many a man and it is 
useless and a waste of time to make 
the attempt. A real prospect must 
possess certain, definite things. These 
are: Can he get insurance and can he 
pay for it; will he buy it if he can and 
should he buy it if he can and will. 
Ii a man cannot be approached do not 
waste time on him, time is too valuable 
to a life underwriter. However, use a 
definite system of prospecting. You will 
earn a great deal more in the long run 
by sticking to your system than you 
will by running all over the lot in 
prospecting. 

“The second important feature is how 
to approach, First impressions are last- 
ing. You need to make an approach 
that is favorable and inquisitory. A 
man I knew was worried how to get at 
a doctor. He got a tip to ask the doc- 
tor if his patients were getting ready 
to retire him at age 80? That kept his 
mind off the subject of life insurance, 
opened a new thought and eventua!ly 
worked successfully in writing the pros- 
pect. People are not interested in you, 
your company or your policy. They 
must have a need for it first, they are 
only interested when you or your com- 
pany or your policy is of some benefit 
to them. 

“The third point is the 
What are you going to say? 


interview. 
We hear 





talks, but let 
you prepare and 


criticism of canned sales 
me tell you unless 
memorize your sales talk you are up 
against it. You must subconsciously 
have your campaign mapped out to al- 
low the rest of your faculties oppor- 
tunity to cope with emergencies. Don't 
go to a prospect unless you know what 
you are going to say. Plan your talks 
Don’t go around and talk current events 
You don’t need to know something 
about everything there is in the world 
You should know life insurance, that’s 
your job and you should stick. to it. 


Work Out Answers 
to All Stock Objections 


“Fourth, you must know how to meet 
objections. Work out answers to all the 
stock objections. There are about ten 
standard objections. Make the objec- 
tions work for you. When a prospect 
says he must ‘ask his wife’ just come 
back with ‘How's your health’? and tell 
the prospect he had better make sure 
that before talking with his wife, other- 
wise he would have to worry her about 
his condition if he found he could not 
get life insurance. So go right to the 
doctor first, before asking the wife 

“Then there is the close. Many an 
underwriter actually fears to face the 
closing of his campaign. But you wert 
starting to close with the first word you 
uttered. At the outset the prospect has 
a negative position against you. A man 
feels he loses faith if he does not 
to his ‘No’ and says ‘Yes.’ Make the 
close logical. Don’t insist on a ‘Yes 
make the prospect feel he hasn't lost 
faith in himself. Create such a doubt in 
the prospect’s mind that he changes his 
mind and eventually thinks he is buying 
life insurance because he wants it.” 

Mr. North declared an underwr.tet 
need not have any different method 
selling today. It only needs to be mi 
ernized. There is no logical objection 
to life insurance. What is most 
portant is for the underwriter to think 
of something more than selling life in- 
surance for a living, to really care tor 
his work and realize he is in a big 
business which is bringing happiness t 
others. It’s not a business for subter- 
fuge but for honesty and steadfastness 
of purpose. 

President V. W. Kenney, who 
sided, called attention to the member- 
ship enrollment of 622, somewhat below 
last year’s but still strong. He called 
on C. C. Gilman, membership commit- 
tee chairman, who made a plea for sup- 
port in bringing in at least 132 new 
members in the next ten days to equa! 
the figures of a year ago. 
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